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KING COTTON | It's TOUGH. 
CLOTHESLINE AMMLAQUTaY trad 


This new clothesline is a real value 
It's the best grade which will really 
sell in volume, And this is a NEW cord 

a new type of construction with 
a tighter, more uniform braid which 
gives you a tough, heavier, more 


durable cord 


Connected 50 ft. hanks of sizes 6 
and 7 are packaged in individual 
polyethylene bags; high display visi- 
bility for the product and complete 


protection from dirt, dust and 





handling abuse 


105 Duane Street * New York 8, N.Y. 


ee 


CLIP THIS COUPON 
FOR FREE SAMPLE 


King Cotton Cordage 
105 Duane Street 
New York 8, New York 


Please send me a sample of the NEW 
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MATCHING 


GOLD COAST 
CHERRY 


PANELS 


It had to happen! The tremendous response 
to Mengel Doors in rotary-cut Gold Coast 
Cherry demanded matching plywood panels. 


Now they're here—satin-smooth panels 
with all the beauty of this exciting wood 
imported from Mengel’s exclusive African 
concession—but still priced lower than 
many other hardwoods! 


See for yourself—ask your dealer to show 

you samples. 

Door Department, The Mengel Company, 
Louisville 1, Kentucky. 


CUT FROM OUR OWN 
EXCLUSIVE TIMBERING 
CONCESSIONS 


LL IEEE NE AMIEL i: A EEL I i 


Mengel Doors equal or exceed the requirements of 
Bureau of Standards specifications CS 200-55 
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50 is the Year to Fix! 


stock this washington, line 


"“come-to-you” storage hardware 
for your OHI customers. 





REVOLVING 
CORNER 
SHELVES 
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FOOD DRAWER 





Kitchens become clean. efficient work centers—functional in every way —with 
Washingtong Line “come-to-you” storage. Revolving Corner Shelves that utilize 
that normally “dead” corner space; Fruit and Vegetable Bins with proper 
ventilation; Swing-Up Mixer Shelf Hardware located at convenient working 
height and White Baked Enamel Food Drawers for sugar, flour, bread and 
pastries, make kitchens easy to work in, All these items can be incorporated in 
present wood cabinets, easily installed and conveniently arranged to give 
maximum kitchen efficiency with a minimum of effort 


A handy store display demonstrating the above items plus other 
“Washington” storage hardware may be obtained from your jobber. Ask 


him about the No, 500 Display 


WASHINGTON, LINE 





Washington Stee! Products, inc., Dept. AL-9, Tacoma 2, Wash. 
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For more information about “Washington” “come-to-you” storage, 
see your jobber or fill out coupon below and mail to manufacturer 


To: WASHINGTON STEEL PRODUCTS, INC. DEPT. AL-9, 
1940 East 11th Street, Tacoma 2, Washington 


Gentlemen: Please send me complete information on the Washington ® 


Line “come-to-you” storage and where | can obtain it in 
this area 


NAME; 
ADDRESS 
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Pre-Mixed Concrete Fast Seller 


tdow + nar! ut Hirer 
play 1 War ver 


Related Selling Helps Promote Tie-In Sales 
Jal, ’ j ; reat 


rmelotul 1geas you ca 


ste 


; nr | ; 


MA ria af 


DEPARTMENTS 

Newscast New Products 

News Sales Aids 

What's Your Answer 
New Equipment 
Classified Ads 
What's New Coupon 
Advertiser's Index 
New Literature 


Washington Report 
Editorial Page 
Manufacturer News 
Wholesaler News 
Lumber Market 
Lumber Prices 





UNDER 


Crossett Lumber, 


STANDARDS 
YOU'RE SURE with 
END-MATCHED 


h 


Immensely stronger, by turnbuckle 
test, than blotter-like synthetic 
materials! Tongued, grooved and 
end-matched, Crossett storm 
sheathing gives your customer 


these superior advantages: 


1. Supreme tensile 
strength and nail- 
holding power in- 
herent in big-mill, 
kiln-dried Arkansas 
Soft Pine. 


2. Rigid structural 
strength that stands 
up against winds of 


3. Effective, all-year 
insulation because 
immune to heat, 
cold and dampness, 
thanks to automati- 
cally controlled dry 
kiln seasoning. 


4. Lifelong economy 
because first cost 
remains last cost 
with ordinary prop- 


hurricane force. erty care. 


Certified by official SPIB grade-mark and 
Crossett’s own brand mark, the superior quali- 
ties of Crossett Storm Sheathing facilitate home 
financing because they meet every federal or 
private building loan stipulation. 











Can load with dimension, 
boards, trim, mouldings, 
pine paneling and Crossett 
Royal Oak Flooring. 


Crossatt Lumber < on eaxs 


A Division of The Crossett Company 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Economic outlook for last quarter is bright. 

Sharp pickup in production and spending can be expected for the 
remainder of the year, say economic experts. New models are expected to 
Step-up car sales. 

Overall construction Spending is part of the bright picture. Fly in the 
ointment is residential building, down from last year. 


Long-range outlook for tight money. 

Expect a continuation of the tight mortgage money situation for an 
indefinite period. Other types of loans, offering higher interest, will 
continue to attract lenders. 

Drive to interest smaller bankers in home mortgage market as a sound 
investment is underway by NAHB. 


Pressure on government to ease credit restriction continues—and some 


relief might be forthcoming. Remember, it's an election year. 








Higher wages coming. 

Pact with the Steelworkers Union is typical of what to expect (increases of 
10.5¢ an hour the first year and 9.l¢ an hour each of two following years) 
in automatic wage increase schedule. 

New contract for New York City bricklayers gave them added 25¢ per hour 
and stipulates another 20¢ boost next January—to $4.25 per hour. Federal mini- 
mum wage has increased from 25¢ in 1938 to $1 this year. Democratic platform 
calls for a step-up to $1.25. 








Higher living costs, too. 

But one thing to remember is that wage increases are still far ahead of 
increased living costs. For example, the average factory workers earnings for 
regular time have gone up 35% since 1950; cost of living up only 14%. 

This means more spending money around—dmore sales for lumber dealers, who 
are willing to compete aggressively. 

Built-in pay boosts cover some 2.5 million industrial workers, who 
automatically get a pay increase when the cost of living rises. Early this 
month, this cost-of-living "escalator clause" brought an average increase of 
$1.60 per week for 1.25 million workers. 











Farmers assets at peak level. 

No question but what the farmer is still an excellent customer for the 
lumber dealer, despite the fact that overall farm debt last year hit a peak 
of $18.8 billion. Real estate values, reports the Agriculture Department, 
sparked a 2% jump in assets from $166.5 billion a year earlier to $170.1. 


Need new buildings. 

Agriculture Department's report reflects market for lumber dealers, who 
will go after it. Specifically, it states that the reason for the increased 
value of farm land and buildings was "the need for many farmers to enlarge 
their operations to “sustain income." Report also indicates farmers’ need 
for more machine sheds, an excellent package sale for lumber dealers. Farmers 
increased the total value of machinery and motor vehicles from $16 billion to 
$16.6 billion. 


Lumber dealer in the prefab picture. 

Facing the facts, the prefab industry is a big and growing factor in the 
Sale of new homes. National Homes Corp. claims one of every 48 houses built in 
the U. S. Consequently, more lumber dealers are analyzing the field more care- 
fully just to see if they are missing a bet. Depends on your type of operation 
and local conditions, of course. 

AMERICAN LUMBERMAN article, "Should Lumber Dealers Sell Prefabs?" 

(Aug. 20, p. 56) created quite a little flurry inside and outside the 
industry. For a free list of prefab home manufacturers interested in 
selling lumber dealers, drop us a4 card. (News continued on next page) 
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GRASS ROOTS PROMOTION of OHI! will 
be encouraged by J. E. Hoffer, new local 
level manager for the campaign. Hoffer 
will work closely with local OHI chairmen 


in city campaigns 


Forecasts More Homes in ‘57 


push the cur 

construction up 
next year, even if credit remains 
tight, predicted Dr. George C, Smith, 
vice-president of F, W. Dodge Corp., 
in a speech to 400 executives of the 
nation’s savings and association 
meeting in Chicago 


demand will 
rate of home 


Strong 
rent low 


loan 


Current annual housing starts of 
less than 1.1 million can replace 300, 
000 units taken off the market yearly, 
Smith said. At this rate it would take 
150 years to replace all American 
homes today. “On this alone, 
we are building far fewer homes than 
the nation needs. All this pressure 
will force a higher rate of home build 
ing next year, if not Smith 
concluded 


basis 


” 
ooner, 


Southern Pine Holds 


In the south, much of the slack, 
created by the drop in home building, 
is being taken up by heavy demand 
from industry for use in crating, con 
structing new factories and other 
non-housing fields 


Southern pine output now runs 
slightly below last year but from 
January through mid-August produc 
tion topped 1055 by 2%. Over the 
same period Douglas fir output 
dropped 8.8%. In the south mills now 
get roughly $89 for kiln-dried 2x4’s, 
down only $4 from last year’s spring 
peak. Booming pulpwood demand also 
helps bolster southern pine prices 
Last year, the south provided 58% of 
the logs chewed up by U.S. pulp mills 


There are some signs that the clos- 
ing of some mills has stopped the 
downward decline in the price of studs. 
Many stud mills are holding out for 
$60 although purchases at $58 to $59 
have recent days. 
Actually studs have dropped lower and 
faster in price than other so-called 
wreen two-inch thick 
lumber $8.50 a thou 
sand lower in price today 
than in Also, kiln dried 
2x4's are holding steady in price. 


been repor ted in 


dimension, or 
They are about 
feet 
early 


board 
July 
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NEWS in BRIEF 


Record for National Gypsum 


Sales and earnings of National Gyp- 
sum Co. for the first half of 1956 were 
the highest for any six month period 
in the company’s history. Sales for 
the period jumped to $81,394,696, up 
more than 13% over the $71,743,505 
reported for the first six months of 
1955. Earnings rose 15% to $8,934,- 
684 

Board chairman Melvin H. Baker 
reported that the company is mapping 
plans for a $19 million Great Lakes 
area expansion program. Bulldozers 
will soon begin removing overburden 
that covers the concern’s new 60,000 
ton northern Michigan gypsum de- 
posit, Sites for two new Great Lakes 
area gypsum processing plants have 
been tentatively selected 

Baker noted that because of a 
slowdown in home building, backlogs 
of unshipped orders at the company’s 
39 plants have been eliminated and 
the plants now are on a reduced sched- 
ule. “Increased activity in home mod 
ernization and in commercial and in- 
dustrial construction anticipated for 
the balance of the year,” Baker added, 
“is expected to partially offset the 
present shrinkage in the home build 
ing market.” 

He said National Gypsum’s recently 
completed Westwego, La., gypsum pro 
cessing plant is on a five-day week 
schedule and its recently expanded 
Mobile, Ala., fiber-insulation board 
plant is on a 6%-day week schedule. 
“The company’s new gypsum plant at 
Burlington, N. J., began producing 
gypsum building materials last week,” 
Baker reported. “Prospects are that 
this plant will operate on a five-day 
schedule for the balance of the year,” 
he added. 


Lumber Dealer OHI Project 


Two older buildings purchased by 
a local lumber dealer will demonstrate 
remodeling possibilities during Opera 
tion Home Improvement at New 
Orleans. The Southern Hardware & 
Lumber Co., New Orleans, has bought 
an abandoned home and an older apart- 
ment building which will be thoroughly 
reconditioned during the OHI drive 

The lumber firm will act as its own 
contractor with Edward de Armas, 
as the consulting architect. The home 
will be converted into six efficiency air- 
conditioned apartments with a living- 
bedroom combination, kitchen, dinette 
and modern bath. Brick railings will 
be replaced with ornamental iron in 
the French tradition. 

The old apartment will become a 
four-plex unit with partitions re- 
arranged and with up-to-date kitchens 
and bathrooms. The purchase price fo 
both buildings was $50,000 and $25,- 
000 will be spent for modernization. 
The owners expect to realize $800 per 
month from renting the 10 apartments. 
Since the original wood framework 
in both buildings proved to be sound, 
there will be no expensive alterations 
of basic structures. Present windows 
will become doors in some instances, 
but every existing window and door 
will be utilized. 
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Homes Will Cost More 


John M. Dickerman, executive di- 
rector, National Association of Home 
juilders, says that “there is every 
indication that the cost of new homes 
will continue to rise in the months 
ahead,” 

Dickerman comments that the re- 
cently announced higher steel prices 
will have indirect effects on the entire 
economy. He said that higher home 
prices are “highly regrettable at a 
time when every increase in building 
eliminates a potential home 
buyer.” NAHB reports the following 
increased costs over a year ago 
Ready-mix, 6.6%; yellow pine, 4%; 
plumbing, 9%; hardware, 5%; glass 
and paint, 4%; labor, 5%. Only ply 
wood, 4% and insulation, 7%, regis 
tered declines, 


costs 


Woolworth Self-Service 
F. W. 


19% inerease in 
six months can be 
their stores on a self-service basis. 
Through the end of last year they 
opened 436 self-service stores. Wool 
worth has found that self-service it 
self does not reduce costs but that it 
does increase sales volume. Pilferage, 
they say, has proved to be no greater 
than conventional stores. The new 
policy is to add lines never before 
carried in a 5 and 10¢ store. 


Woolworth reports that its 
sales for the first 
traced entirely to 


FHA Requests Below 1955 


Proposed home building under the 
FHA mortgage insurance program 
continued in July at a level well below 
the 1955 pace. The agency received 
16,890 applications compared with 
24,266 last July. For seven months 
the totals this year are 137,107 com 
pared to 207,817 in 1955. FHA homes 
now make up 20% of the new homes 
started. 

(continued on page 12) 


NEW ORLEANS this month will see mod- 
nerization of both a house and apart- 
ment building during an OHI demonstra 
tion. Buildings are owned and will be 
renovated by the Southern Hardware & 
Lumber Co., New Orleans. 
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NEW Deluxe Fixkit 
Contains %"* Drill, Geared Chuck & 
Key, 7 Drill Bits, Horizontal Stand, 
Grinding Wheel, Polishing Pod & 
Wan, Buffing Pod & only 
Compound, Arbor, 3 
Sanding Discs, Backing $34% 


Pad, Steel Case. 
Your customers save $4.00 


NEW Sow, Drill & Sand Kit 


Contains new " Drill, Geored 
Chuck & Key, Sow Attachment, Sand- 
ing Attachment, Stee! Case, 2 easy- 
to-build Project Pot only 


terns, (Step-stodl and 
559% 


Foldaway Workshop). 
Your customers save $12.25 
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Operation Snowball is really rolling... 


with a complete line of Black & Decker Tools aimed : 
your prime market, the homeowner! Backed by the th 
gest consumer advertising campaign in power tool history. 


ae) te Steve Allen and Dave Garroway Oe 
it’ | at start on November 23 and sell for you 
wr". through December 20. Their shows, Today 
and Tonight, will reach 80% of all TV 


sets in the country. 


Magazines reaching 1 out of 3 families 
in your neighborhood. Life, Reader's Digest, 
and Better Homes & Gardens will tell your 
prospects how they can have more fun, 
get more done with Black & Decker Tools. 


Newspapers — your neighborhood! 
Big newspaper ads in over 100 cities with 
free dealer listings available. Ask your 


wholesaler for details. Ask your wholesaler sales 


man how you can stock up and 

get full profit by using his 
Plus attractive store displays liberal dating plan. For more 
to remind your customers that you sell 


“Operation Snowball” details, 
the most famous line of power tools... write to: THe BLack & Decker 
Black & Decker! 


Mrc Co., Dept H.-309, 
Towson 4, Maryland, 


Look in the Yellow Pages under "Tools-Electric” for Nearest Wholesaler 


‘© Bhch& Decker: 


World's largest maker of portable electric tools 


Visit our Booths Nos. 97 & 112 at the National 
Hardware Show, The Coliseum, New York City... Oct. 1 thru Oct. 5, 


6%" Heavy-Duty Sew 
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Barrett ads pre-sell 
| PRESSURE-CREOSOTED 
poles, posts and lumber 
| for you! 
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Stock up NOW for one of the biggest, most profitable 
fall markets ever! 


: 
| 
{ 
j 
} 
' 
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High-powered Barrett advertising and soted poles and lumber. Already many 





promotion is helping to make this your thousands of interested farmers have 
most profitable year for selling pressure- written for Barrett's free ‘‘do-it-your- 
creosoted wood. Barrett ads in Progres- self’’ pamphlets on pole buildings, 
sive Farmer and Farm Journal will be bunker silos and fences 
seen by more than 4,300,000 farmers— Remember: creosote is the only wood 
every one a potential customer for pres- preservative that has actually been time 
sure-creosoted poles, posts and lumber. proved. And your customers know they 
Barrett ads are designed not only to can count on Barrett—the largest and 
expand existing markets, but also to most experienced producer of Coal-Tar 
build huge new markets for you. These Creosote—for top protection 
important new markets include: (1) low- Don’t miss out this fall. Write to 
cost, versatile pole-type buildings and Barrett right away for information on 
2) work- and money-saving bunker where you can get pressure-creosoted 
silos. Both new markets will create a wood and for free Barrett promotional 


tremendous demand for pressure-creo- literature for your customers. 
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Barrett Div n, Dept ” 
Allied Cher al & Dye Corp., 40 Rector Bt jew York 6,N. ¥ 
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NEWS in BRIEF 


Gi Mortgages Off in July 


Proposed construction under the GI 
home loan program continued down 
ward in July. The VA received 34,634 

from builders, well below the 
requests in the same month 
During the first seven 

were 264,347 requests 
for appraisals, compared to 421,307 in 
a similar period in 1955. Builders’ 
requests for appraisals on new con 
struction generally precede actual 
application for loans by several 
months and are regarded as a reliable 
indicator of future building 


equest 
1,412 
last year 
months there 


McCall's Room Contest 

McCall's Magazine launched a 
$63,000 “Remodel-A-Room contest” in 
their August issue which will run 
through December. Contest promotion 
kits are available to lumber dealers 
without charge 

The kits contain window banners and 
in-store display materials including 
counter card All bear the OHI seal. 
Contest medallions are also provided 
for use on cash registers, tool hooks, 
island fixtures and columns in store 
aisles. Entry included for 
dealer distribution 

McCall readers are invited to plan 
the remodeling for any room in their 
homes kitchens. Eight top 
awards will be given and each home 
owner will have the room they planned 
remodeled and redecorated in their 
own home according to their design 
by McCall's. Kits may be obtained by 
writing McCall's, 230 Park Ave., New 
York 17, N. ¥ 


blanks are 


except 


Storm-proof Beach House 


Retired school-teacher Emory La- 
valle, Westerly, R. 1., thinks he’s got 
a solution for tubborn vacationers 
who insist on rebuilding their exposed 
New England beach houses after hur- 
ricanes rip them away. 

He's designed and plans to build this 
summer a house $5,500 for living 
room, bedroom, kitchen and bath) that 
would sit on stilts fastened into con- 
crete piers. In the seaward wall, two 
windows would give way 
when wind velocities reached about 
80 m.p.h. and swing back, latching to 
the side walls. At the back of the 
house, the wall would be hinged from 
the top and would flap open to let the 
wind and water surge through. 

Furniture? “Well, you'd lose that,” 
says Mr. Lavalle. “You can insure the 
furnishings but it too expensive to 
insure the whol 

Any customers? 
what happens to 
pioneer Lavalle 


huge picture 


house 
“They want to see 
mine, first,” says 


Fanny May Expansion 


totaling $229 mil 
Federal Na 


Home mortgages 
lion were bought by the 
tional Mortgage Association in the 
fiscal year ended June 30, Nearly 
76% of the 23,422 mortgages pur 
chased were guaranteed by the 
VA, The agency said it stepped up 
sharply its buying of mortgages in 
the first half this year because of the 
“continuing tight residential mort 
gage market.” 


loans 


12 


Oak Flooring More Popular 


Hardwood flooring shipments for 
the first half of 1956 indicate that 
builders are using a record volume of 
oak flooring this year in comparison 
with the number of houses built. The 
volume of 561 million board feet in 
the southern and Appalachian regions 
came within 9% of the all-time high 
for the period registered last year, 
while housing starts dropped about 
18%. The output was equivalent to 
985 board feet for each of the 569,900 
new homes. This was 9.6% over the 
previous top of 898 feet in the first 
half of 1954 and 11% over last year. 


PLAN POLE SHED 


Record Perlite Output 


Production of perlite, lightweight 
building aggregate used instead of 
heavier sand in plaster and insulat 
ing concrete, will reach a record high 
of more than 250,000 tons in 1956. 
This was predicted at the seventh an- 
nual meeting of the Perlite Institute, 
national trade association of the in- 
dustry. Sales of the expanded vol- 
canic lava product reached an all- 
time high of more than 220,000 tons 
in 1955, topping 1954 production by 
12%. This represented a dollar value 
of over $11,000,000, as compared to 
$9,500,000 in 1954. 


FOR EXPOSITION 


POLE-SHED AT NRLDA SHOW. V. Jos. Wardein, (left), president Ginter-Wardein 
Lumber Co., Alton, Ill., and chairman of NRLDA Exposition materials handling coordi- 
nating committee, discusses a model pole-shed for lumber storage with Robert B. Brown, 
NRLDA materials handling director. Tho full-scale pole-frame structure will be erected 
in the International Amphitheatre, at Chicago. 


A pole-frame lumber shed will be 
erected at the 1956 Exposition of the 
National Retail Lumber Dealers As- 
sociation, to be held in Chicago, De- 
cember 10-13, it has been announced 
by David Squires, chairman of the 
model warehouse demonstrations for 
the show 

Squires, vice-president of Thompson 
Lumber Co., Champaign, Ill, ex 
plained that the model shed is being 
erected on the exhibit floor because 
of an increased interest among deal- 
ers for low-cost lumber and material 
protection methods. 

The pole-frame shed will be part of 


ember 17, 


the 100’ x 100’ warehouse demonstra- 
tion area where all types of building 
materials will be handled by mechani 
cal equipment and modern packaging 
and storage systems will be shown to 
dealers. 

The model warehouse will comple- 
ment the materials handling demon- 
strations that will take place direct 
from railroad cars, scheduled to roll 
into the International Amphitheatre 
on depressed track. Bleachers will be 
provided for dealers to see every new 
type of loading and handling tech- 
nique and equipment in action. 
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PERFORMANCE REPORT ON AMERICA'S BEST SELLING TRUCKS: 


“DESPITE THE TOUGH CONDITIONS UNDER 
WHICH THEY WORK, OUR CHEVROLETS 
HAVE ALWAYS BEEN ECONOMICAL” 


«2... says Mr. Dwayne N. Wood, Fingerle-Hollister-Wood Lumber Company, 
Ypsilanti, Michigan—a typical user of Chevrolet medium-duty trucks. 


“We have always found point. All in all, we have found Chevrolet 
that Chevrolets give us trucks to be ideally suited to our purposes.”’ 
excellent service .. . they 
have the power and stam- 
ina to get there and get 
back under what are often 
very difficult circumstances— mud, snow, etc. 
Chevrolet’s new driver aids and cab features 
cut down driver fatigue materially. Despite the 
tough conditions under which they work, our found anywhere. Why not see your Chevrolet 
Chevrolets have always been economical, both dealer and join ’em soon! . . . Chevrolet Divi 
from a maintenance and gas and oil stand- sion of General Motors, Detroit 2, Michigan 


Everywhere in America today, you'll find 
Chevrolet truck owners echoing Mr. Wood’s 
words. . . saying, in effect, “Chevy puts more 
money in my pocket!”’ These great-performing 
trucks, the sales leaders since '37, now boast 
the biggest, happiest family of owners to be 


Modern features make new Chevrolet trucks the Performance Champs of the Middleweight Class! 


New high-powered V8's with Extra high-compression 6's Great automatic transmis New Powermatic! the first 
moneysaving short-stroke de- the world’s most popular sions* available for whichever automatic tranamiasion de 
sign! truck engines! Chevy truck you choose! signed apecially for big trucks! 
*Optional at extra coat 

tOptional, extra cost, Series 5000 through 10000 models 


NEW CHEVROLET 
TASK:FORCE TRUCKS 


Anything less is an old-fashioned truck | 
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New merchandising program 
provides pre-tested 
cabinet hardware department! 
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rhe versatility of this NRHA approved program lets you feature any 2, 4, 6 or all 8 of Stanley's fastest moving 
styles. You can easily change or expand your layout at any time. Any two assortments require only two feet of 
wall space. Panels also fit standard NRHA doors 


o 





Stanley Fiex-Omatic Merchandising 
otfers dealers six big advantages: 


41. Organizes the best selling items of cabinet hard- 4. Groups them compactly to fit pegboards or NRHA 
ware into eight distinct style groups fixtures. 


2. Displays them on free, attractive panels to assure S&S. Prices them with pre-printed, color-coded ticket 


immediate attention strips 


B. Stocks them in trays for quick service and visual G. Promotes them with national advertising, news re 


inventory control leases, banners, signs, decals, envelope stuffers. 
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Concentration 
on fast-moving items assures 
lower inventory . . . 
faster turnover 








HERE ARE YOUR KEYS TO 
INCREASED SALES AND PROFITS 
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Compact, Versatile Tray 
Assortments 
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Ticket Strips for 


Attractive Visual Inventory Control 


Modular Displays 


On Gondolas or Islands 


ONAL fe, 
+ 


See Flex-Omatic at Booths #526 ~— #528, 
j National Hardware Show, 
Stanley will provide frames, displays, Coliseum, New York City. October 1-5 
how-to instructions, promotional mate- 
rial. No matter what your present setup 
is, you owe it to yourself to investigate 
the new, excitingly different Flex-Omatic 


Merchandising Program. For free litera- * 
ture and price list write Stanley Hard- 
ware, Division of The Stanley Works, 


129 Lake Street, New Britain, Conn 
On Display Stands 
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ROLL FORMED 


... before steel is per- 
forated. Gives exact hori- 
zontal position of openings 
in each stud, 


) 


RIGID 


. . » from top to bot- 
tom, side to side. One 
piece. No welds. 


Needs little or no pre- 
liminary bracing. 


x ASS 
* 


SS 
SS 


\ 
& 
wate 
Bee 
S 
- ~ Ny a ' 
SSS 


Ss 
ae 
wate 
a . 
xs 
Ss 


. xX) 
* 
XY 
ve 
*. 
PY, 
1 ae 
SY 
SSS 


+ 
& 
4 
S 
a 
x 
x) 
x) 
SS 


ae 
>) * 
wee 
La 
x 
SS 


‘J 


Wrrttate ~~, 


LEGS —— STRAIGHT 


...are always of equal . ++ from end to end. No 
height on both sides Os waves, wobbles or ridges. 








from end to end. Uni- 
form throughout. 


Y PERFORATIONS 
NAIL HOLES Z er ; . .. each stud is 


a mechanically in- 

terion Toma | sae 

ee Z AS Aa a openings are 

gated and staggered gett: 4 always lined up 

for ample nailing space. “| vertically and hori- 
Permit re-nailing if con- zontally, 


crete shatters. 


NEW ONE PIECE ROLL FORMED STUD 
- EASY TO ERECT! 





@ Bostwick brings you Chan-L-Form . . . @ The Chan-L-Form steel stud is so rigid 
a new conception in steel stud! It’s made on a _ __ that it doesn’t have to be “babied” when being set 
special continuous rolling machine in an entirely —_up. It’s all one piece, easy to work with... goes 
different way! Perforations are made AFTER up faster, straighter than other studding. It needs 
the channel is rolled. This assures exact posi- little or no preliminary bracing. Your customers 
tioning of openings for conduit and piping. Con- can save hundreds of costly man hours on both 
tractors can easily install pipe, conduit, wiring, large and small jobs by using Bostwick Chan-L- 
etc. through it with no juggling, no “adjusting.” | Form studs. Sizes—2”, 244”, 34%”, 4”, 6”. 


Bostwick always sells 100% through dealers 


Send for your new 
Chen-L-Form =) B ws THE BOSTWICK STEEL LATH COMPANY 
today! It contains 
complete charts end 
specifications. Heaton Ave. ° Niles, Ohio 
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Satisfied customer Art Martinson (right), president of Denver's 
Kitimat Corporation, and Phil Smith, Mack salesman. There’s real 
friendship between these two—and no wonder! Mack diesels are 


giving Kitimat... 





100% more fuel mileage 


Martinson Construction 
Denver, Colorado, 
of trucks from the 
Originally, 


The 
Company of 
leases a fleet 
Kitimat 
the trucks were gasoline-powered 


Corporation. 


units averaging 31% to 4 miles per 
gallon—real “‘profit killers.”’ Today, 
Kitimat operates Mack diesels ex- 
clusively and averages 8 miles per 
gallon—for a saving in fuel costs of 
more than 100%. 

As Kitimat president Art 
Martinson says, “In 1952 we bought 
our first Mack diesel and got a real 
lesson in truck economy and per- 
we 100% 


formance. Today, are 


and 


Mack—12 


2 tractors. 


mixers, 6 dumpers, 
The fuel 
more than justify the higher initial 
cost of the Macks. Just a 
tant, our Macks give us dependable 


aving 
im por- 
, and lower 


service, bonus capacitie 


maintenance costs with a really 

gratifying minimum of down time.” 
Why not cut hauling costs and 

Mack 


trucks that are unmatched for op- 


boost your profits with 
erating economy, stamina, and low 
maintenance? Like other operators, 
you'll find that you can’t afford not 
Macks. 
information, contact 


to operate For complete 


your local 


alone 


Mack Branch or Distributor 
Trucks, Inc., 
In Canada 
Canada, Ltd. 


Mack Trucks 


MACK 


first name for 


TRUCKS 


Plainfield, New Jersey 


Mack 


ol 





ATTN TT ee aa 
he HARDWOODS 


A Directory to Better Buiiding and Increased Sales 


The concerns listed below specialize in the precision production 

of America's finest hardwoods—-Appalachian Hardwoods. Finest 
because rich soil and climatic conditions of this area produce soft 
texture, uniform grain, and easy workability. These woods are 
available now as lumber, flooring, most standard and specialty 
building items. Assure yourself of more sales with their exceptional 
quality. Order Appalachian Hardwoods today from the following firms: 


*M. E. Crisp Lor. Co., Welch, W. Va. *Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


West Virginia and Kentucky Appalachian Hardwoods. . 
Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
—_ ae lly ggg Bg = Rag chery. Chestaut end of Appalachian Hardwoods. Maple and Oak Flooring. 





“Cherry River Boom & Lbr, Co., Richwood, W. Va. The M. B, Farrin Lér. Co., Cincinnati, Ohio 


Appalachian Hardwoods, Flooring, Planing Mill Products. Kiln Dried and Air Dried Appalachian Hardwoods. 
Glued Dimension. “Century” Oak and Maple Flooring. 





Wood-Mosaic Corp., Louisville 9, Ky. 


*Bemis Hardwood Lbr. Co., Robbinsvilie, N. C, White and Red Oak, Walnut, Poplar, Basswood, Beech, 
Cherry, Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 


Hemlock, Hardwoods, Flooring, Dimension. 
Strips and Laminated Block and Special Pattern Flooring. 





a ee “Hamer Lumber Sales ine. Kenova wW. Va. 
*MoCracken & McCall, Inc., Lexington, Ky. “ihe aarp narra 


i ]. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Appalachian Hardwoods Hamer Lb:. Corp., Appalachia, Va. 


Band Saw and Pianing Mill at Flat Lick, Ky. Snatemneeis Cadena Ciiinind tenke 


*Member Appalachian Hardwoods Manufacturers, Inc. 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 
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YOU MAKE CONSISTENT 
PROFITS WHEN YOU SELL 
UPSON PRODUCTS 


Besides all the fine products shown below, you have steady demand 


too for Upson 4%" and '4” boards which supply the 


needs of well established markets. It’s good to know that 


every sale of an Upson product means an assured 


unvarying profit. So recommend, display and sell Upson 
products. Your profit statement will show the benefits. 


soffits, carport, 
porch ceilings 


For your builders! Upson supplies 
soffits, carport and porch collinas 
already primed, pre-cut to sizes your 
builder uses. Soffits can be supplied 
with vents, too. Highest quality 
lowest priced soffit and 

ceiling material on the market 

Send coupon for quotation 


5 
oi 
% 
& 


sheathing 


Super-strong Upson All Weather 
Sheathing cleninotes corner bracing, 
waterproofed. Exclusive sales point 
Available in giant sizes up to 8 x 20’, 
as well as 4’ x 8’. Exceeds FHA and 

VA minimum construction requirements 





primed siding 


Now in wide use. Advantages to 
builders: front and back primed by 
Upson; cut to uniform 12” by 12’ 
inimum waste. No aplits. No 
short lengths. Unusual profit margin 
Easy to apply and finish 
Finished job straight-edged, 
beautiful 


~~. 


interior walls 


Full wall size %" Upson 
Strong-Bilt, a beautiful 
modern wall and ceiling 
material. No jointa from 
corner to corner. Available 
in standard 4 widths 
Exceeds FHA and VA 
minimum conatruction 
requirements. Good / 
profit item. Free details pa | 
mail coupon ~~ 


FREE DETAILS MA/L COUPON / 








ceiling products 
siding, sheathing 











94% wood fibers laminated for great strength 


BUILDING Propucts MERCHANDISER 


The Upson Company, 845 Upson Point, Lockport, N. Y. 


Please send free details on 


) %e" and 4” Upson Fiber Wall Boord, [") interior Walls, 


Soffits, Carport and Porch Ceilings. } Primed Siding 


Sheathing 
Name 
Name of Firm 
City 
Jobbers Nome 


Jobbers Address 
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REPORT from By R. Y. Kerr 


. Cites Dangers 


Ups Discount Rate. . 
. . See Another Boost Coming Soon 


Federal Reserve 
Of Inflation . 


The chief problem troubling busi- 
ness at this writing is the tight- 
ness of loan money; not primarily 
the rate of interest being charged 
the ultimate user but rather the ac- 
tual searcity of the needful in finan- 
cial markets. On August 23 the 
Federal Reserve authorized an in- 
crease from 2°%,% to 3% in the dis- 
count rate to be charged on loans 
to commercial banks in New York, 
Philadelphia, Chicago, and Rich- 
mond, This is the sixth time the 
Reserve has approved an increase 
in the discount rate within a period 
of 16 months 

* * * 


The reason the money changers 
have again moved to tighten credit 
ia. of course, their fear of inflation. 
The usual inflationary symptom 
looked for ia the general increase 
in prices; which meana, of course, 
a reduction in the buying power of 
dollars, The Bureau of Labor Sta- 
tistica reported, for July, the fifth 
consecutive monthly increase in the 
consumer price index, to a new all- 
time high. Living costa now are 
some 2% higher than a year ago, 
with moat of the increase showing 
up since last February. 


o * - 


The BLS figures, beginning in 
1939, show a strikingly continuous 
decline in the buying power of 
money. Start with what a dollar 
would buy in 1939 and assume that 
this '89 dollar was worth 100 cents 
By early '46 it was worth 76¢ in 
comparative buying power; in '49 
it was worth 58¢; in '53 it was 
worth 52¢; and at present it is 


worth a little less than 61¢. 
* * * 


The common statement about in 
lation, when prices rise and the 
buying power of money declines, is 
that there is too much money in 
circulation; something like the 
huckster who brings too many 
watermelons to a county fair 

a . * 

For quite a long time during the 
post-1939 period, food generally re- 
mained moderate in price. But 
since last spring food prices have 
risen like a flock of acared mallards 
For the first time since 1953 the 
cost-of-living index has been going 
up rather steadily. riding largely 
on grocery bills, with some assists 


20 





from rents, transportation, cloth- 
ing, and personal services 
* * * 

Union leaders apparently expect 
the cost-of-living index to continue 
its upward motion; since a number 
of union wage contracts have been 
drawn with the old escalator clause 
that attaches wage rates to the in- 
dex. This clause will bring wage 
increases of some 4¢ an hour to 
about 1,250,000 workers in auto- 
mobile, aircraft, electrical, and 
farm-equipment fields, because of 
the rise in the index figure. 

* * * 


The purchaser of a house, or of a 
lot on which to build the house, 
finds himself in a double bind. He 
must pay more interest on his loan 
at present than he would have had 
to pay a couple of years ago, pro- 
vided of course he can get the loan 
at all; and he'll need a larger loan, 
since the home will have advanced 
in price. 

* * o 

While the increase in the dis- 
count rate authorized by the Fed- 
eral Reserve is intended to anub up 
the boom, not all the financial wran- 
glers agree that it’s an effective 
method. The Treasury people and 
the Council of Economic Advisers, 
according to reports, think it works 
at times but are doubtful of its effi- 
ciency under present conditions 


* * * 


Representative Wright Patman, 
a member of the House Committee 
on Banking and Currency and also 
chairman of the committee to study 
and investigate the problems of 
small business and likewise vice- 
chairman of the Joint Committee on 
the Economic Report, has said the 
effort to check inflation at this time 
by increasing interest rates is “fu- 
tile” and is like trying to put out a 
fire with gasoline. He has an- 
nounced a congressional investiga- 
tion of the performance after the 
election. 

. . 

Congressman Patman saya that 
husiness expansion, financed by 
loans despite the Reserve's braking 
efforts, has been whanging away 
like mad; adding that increased in 
terest rates have lost their, at beat, 
dubious values as stabilizing de 
vices if in fact they ever had such 


values. Patman held a hearing on 
the subject last April, at the time 
an earlier increase in the discount 
rate was proposed. At this hearing 
Secretary Humphrey of the Treas- 
sury, Secretary Weeks of Commerce, 
and Secretary Mitchell of Labor, 
opposed the increase. Some critics 
say the action of the Reserve has 
boosted the cost of manufacturing 
and retailing at a time when con- 
sumer price increases have been 
gathering momentum. 

* * * 

The Federal Reserve, however, 
continues to fear a rocketing infla- 
tion. In fact there are unofficial 
rumors of another boost in the dis- 
count rate about the time of, or 
soon after, Labor Day. The robust 
increases in the price of steel, fol- 
lowing the settlement of the strike, 
is considered a danger sign; and it 
was so described by the President 
at a press conference. 


* * * 


But another screwing down of 
fiscal controls in the early fall. 
according to opinions expressed 
around Washington, would set proc- 
essing and retailing business to 
howling like something with its tail 
under a rocker. In the fall, mer- 
chants borrow about all the traffic 
will bear to get stocked up for the 
holiday's buying rush. Food proces- 
sors and distributors need ample 
mazuma to get fall crops fixed up 
for the housewives; and it'll take 
much of the needful to get the new 
cars parked in the driveways of the 
exurbanites. 

* 7 7 


Bankers and finance executives 
can’t see themselves of men of dis- 
tinction if any more fiscal monkey 
wrenches bounce off their high 
domes. But chairman Martin, of 
the Fed., takes pride in his inde- 
pendence. So if it seems necessary 
to him to get the batter back from 
the plate by dusting him off with a 
spanner—Socko! Down the line it’ll 
come. The chairman apparently 
thinks the re-election of President 
Eisenhower, which in financial cir- 
cles seems probable, might well 
cause business expansion to break 
out again like measles in the third 
grade. A little more monkey wrench 
serum before the infection season 
approaches may seem to be indi- 
cated, 
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Here are some of the 


This brand name 


also means... 


reasons why 


it pays to feature seasoned lumber 


Dimensional stability— Because it is 
scientifically seasoned before surfacing 
to size, kiln-dried lumber is pre- 
conditioned to resist dimensional 
changes. The name ‘‘Weyerhaeuser 
4-Square”’ on lumber is assurance of 
proper seasoning. 

Easier to handle and work — Because 
kiln-drying removes excess moisture, 
seasoned lumber is easier to handle 
and process. The drying also gives 
the cellular structure of the wood 
more uniformity, which improves 
workability. 

Strong and durable—Kiln-drying 
greatly increases the four strength 
properties of lumber (bending strength, 
vertical strength, stiffness, and hard- 
ness) by the firm “‘patterning’’ of the 


Weyerhaeuser 


ST. PAUL I, 


BUILDING PropuCcTS MERCHANDISER 


Sales Company 


MINNESOTA 


wood cells and fibers. 

Takes and holds finishes —Seasoned 
wood holds paint remarkably well 
and prolongs the decorative and pro- 
tective life of the finish. 

Important feature for dealers — With 
the public becoming more and more 
interested in quality construction, 
the use of high quality Weyerhaeuser 
4-Square Lumber is increasingly 
effective in closing home sales. 
Builders report that it pays to use 
Weyerhaeuser 4-Square Lumber 
and to feature it in selling homes — be- 
cause it gives them extra competitive 
advantages. That’s why more and 
more profit-wise and service-wise 
dealers are featuring Weyerhaeuser 
4-Square Kiln-dried Lumber. 
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Dealers tap profitable market 


for residential sound conditioning 


with new Armstrong program 


1. FULL-PAGE ADS ON CUSHIONTONE CEILINGS IN LIFE 


Ihe two Life pages shown below are typical of the 


Cushiontone ads that home owners in your area 


see every month [his means many potential 


customers are discovering Cushiontone the 

new kind of ceiling that hushes household racket 
that permanently covers cracked ceilings 

that any handy family can install 


The Cushiontone story in Life every month 


makes families eager to do something about thei 
noisy homes. Life tells them what to do: “See 
Your Lumber Dealer.” Full-page Cushiontone 
ads in American Home, Better Homes & Gardens, 
and Sunset tell their readers the same thing. To 
help you profit with Cushiontone, Armstrong has 
prepared the biggest sales program ever put be- 


hind residential acoustical ceilings 























2. ARMSTRONG SALESMEN WILL SHOW YOU 


HOW TO MAKE MONEY WITH CUSHIONTONE 


lo help you get your share of the big Cushiontone market, your 
Armstrong salesman will soon show you the new Armstrong pro 


i gr motional program. It explains the market and how to sell it; it 
4 
f 


oa g ' j suggests a sales plan and promotional ideas; and it shows an accu 
‘ ‘ rate picture of the profit potential for you. The salesman will help 
“ p< a I I | or y« C sales ely 

you map out a specific sales program designed to reach the big, 


untapped Cushiontone market in your area. And he'll provide 


E> promotional materials to help you sell 
7 


a 


3. NEW CUSHIONTONE DISPLAY 
FOR ANY SIZE AREA 


IN YOUR STORE Armstrong 
CE 


*COVER Gra 


-ILINGS 


Your Armstrong salesman will show you Cush- "ADD QUIET AND Bea 


® 


) 
a | 


with 

—— Armstrong 

4. PLUS A COMPLETE PACKAGE ——— STEN 70 THE “eygmiontone 
Mazda 


- 


iontone display ideas for your counters, walls, 







y 
show windows, and ceiling. They're pre-tested PF i : 
displays that really work. Many show Cushion- CUTE 

4 4 


CANE 





tone, not as a single tile, but as a ceiling. You'll 






also receive a valuable folder, “How to Display 











Cushiontone Ceilings.” It gives you many addi- 
tional ideas you can quickly work up yourself. 
Armstrong provides many of the promotional 


materials you'll need for these projects. 


OF CUSHIONTONE 













PROMOTION PIECES 





lo help you establish your store as home sound 
conditioning headquarters in your town, the 
Cushiontone promotional package provides 
three 5-minute movies for showing on local TV 
or in your store .. . helpful booklets, “How to 
Sell Noise-Quieting Ceilings” and “How to In- 
stall Cushiontone.” You also get newspaper ad 
mats, radio-TV spots, window banners, counter 





Sound box demonstration lets prospects “listen to the differ 






cards, and reprints of the Life ads You'll soon ence” Cushiontone makes [he folder, “How to Di play Arm 
see all these pieces when your Armstrong sales- strong ¢ ceilings shows you how to mak our own sound box 
man calls on you. Watch for him. and other traffic-stopping display CRAT, 
= J , C) 
} 
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Make more profits this year with "Ee 





Armstrong BUILDING MATERIALS 






Armstrong Cork Company, 4209 Rieker Ave., Lancaster, Pa 





Temlok™ Roof Deck Temlok Sheathing Temlok Tile Cushiontone™ Ceilings 
































“ CUERYTHING HINGES ON HAGER!.’ 


C. Hager & Sens Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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ZEGERS Advertising 
Helps You Sell Locally! 


Millions of people throughout the 
country — builders, lumber and 
building supply dealers, home 
owners and prospective home 
buyers are reading about Zegers 
Dura-seal Combination Weather- 
strip & Sash Bal- 
ance in LIFE. Not 
only is this Dura- 
seal advertising be- 
ing read nationally 
... it is being read 
locally by your im- 
mediate prospects. 


In many communities, LIFE is 
read by as many or more people 
than the local newspapers. Just 
imagine the vast number of peo- 
ple in your locality that read 
LIFE and about Dura-seal. 


Zegers is further helping you sell 
through their booklet, ‘““What Ev- 
ery Home Buyer 

Should Know 

About Windows.” 

Of particular in- 

terest to window 
manufacturers, 

jobbers, lumber 

dealers, architects, 

builders and prospective home 
buyers, it presents convincing 
facts about the advantages of 
weatherstripped and balanced 
double-hung wood windows. This 
valuable selling aid is available in 
quantity to use for promotion. It 
substantially backs up the LIFE 
magazine advertising in making 
your prospects even more aware 
of how windows can “quality sell” 
a house. 


Attention getting display cards 
used on window units in lumber 
dealer stores keep the Dura-seal 
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name and the name 

of the window unit 

| manufacturer be- 

fore builders and 

home owners. An- 

other tool for suc- 

cessful selling — prospects can’t 
miss the story on this display. It’s 
a story of quality with which they 
are familiar as told in national 
advertising and sales promotion. 


More ammunition for your sales 
arsenal is provided by a sticker 
placed on the window unit by the 


manufacturer. It’s imprinted with 
his name and identifies his units 
Zegers Dura-seal 
... Nationally 
advertised equip- 

ment. Home 

buyers look for 

this seal of qual- 

about the many advantages of this 
product and this sticker is the 
green light to buy in confidence. 
This is just one more way that 
Dura-seal quality is kept before 
the public eye to help you in your 


as equipped with 
ity. They’ve read 
selling job. 


“Zegers Dura-seal” is embossed 

on the parting stop of Zegers 

Combination Metal Weatherstrip 

& Sash Bal- 

ance. Deal- 

ers, builders 

7E and prospec- 

tive home 

buyers look 

for this mark of quality and know 

they are getting the “genuine 
article ... Zegers Dura-seal.” 


Isn’t this the kind of sales support 
you’ve been looking for? Write 
Zegers today for full information! 


A “quality-built” house 

sells and Zegers Dura-seal 

provides visible and workable 

evidence of quality construc- 

tion. It provides the best protection against 

cold, dust, draft, dirt, assures quiet, smooth 

“one-finger” window operation and life- 

time trouble-free performance. Home buy- 

ers look for this kind of quality. See for 

yourself what a big difference it makes in 

home sales and profits. Here are just some 
of Dura-seal’s outstanding features: 


o PP Za 
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Spring and friction 
provide weather pro- 
tection and easy oper- 
ation. Springs lift the 
window and friction of 
the jamb housing 
holds it at any desired 
position, 


Tailored attractive- 
ness, Dura-seal pro- 
vides a “tailored” cus- 
tom fit. Cleantined, 
non-rust aluminum 
lasts the life of the 
building . » never 
needs painting. 


Selt-adjusting jamb 
member has @ concave 
back surface providing 
flexibility that main- 
tains a constant air 
seal and smooth win- 
dow operation under 
all conditions, 


Gy 


ad 


Silent balance 

springs. Dura-seal 

has Si-Vel springs—a 

velvet-like finish is” 
baked on the gaivan- 

ized steel springs to 

assure absolutely 

duiet operation. 


Y | 
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Finest Business in the World 


A tribute to the lumber dealer by one who 
lives it! The following editorial was written 
by Maurice Large, president of Farmville 
Manufacturing Co., Farmville, Va. and past 
president of the Virginia Building Material 


Association 


HAT KIND of a business are we in 
anyway? Now I could probably 
match any of you in wisecracks about how to 
answer that, but none of us would gain by 
that exchange so let’s not waste the time. 


I honestly believe that we are in the finest, 
the most substantial and most permanent 
business in the world. We are in the once 
in a lifetime business and I don’t mean ‘get 
it while you can’. There is nothing of per- 
manency in a thought like that. Just ex- 
amine that title from the positive side, from 
the happy point of view. Our business 
supplies the goal of all business. Do you 
challenge me on that statement? Why is any 
business conducted anyway? What is the 
reason for everyone working at some trade, 
profession or calling? To make a living? 
Yes. As occupation? Yes, Clothing and 
food? Certainly. Happiness? Yes. Beyond 
the personal attributes, what is the one 
essential ingredient for permanent happi- 


ness? A home. 


Am I wrong? I don’t think so! I sell to 
the man and woman who are building the 
home. If you haven’t had the experience, 
you should have it, of working with the 
couple who are building their home. Just 
to get a glimpse of the joy and happiness 
that pops through from time to time as 
they talk and plan. You have a real part 
in it, don’t you forget it. 


1)° YOU KNOW of any business that 
offers more real promise of perma- 
nency? Everyone must have a place to live, 
and it is a very rare individual indeed who 
does not desire a home of his own. This 
business began even before history itself, 
because people had to have shelter before 
there could be history. It has _ infinite 
variety, but there is an abiding basic same- 


hess 


As a very limited example, I suggest that 
the first home was probably a cave. I wonder 
how many of you have a cave today as a 
part of your home? It is probably heated, 
has lights, comfortable seats and possibly 
a TV. But today’s game room isn’t so far 


removed from the cave. But what a part 
our industry plays in adding the comfort. 


I mention beauty—what business has 
more to offer in the way of honest beauty? 
Everyone of you can tell me of numbers of 
gems of homes of all sizes, in every con- 
ceivable locale. The home, large or small, 
that honestly makes you wish it was yours 
because of its beauty. The stately mansion 
with its grounds and shaded drives, the city 
home with its many conveniences, the town 
home with its trees, yards and gardens and 
the lovely farm home, surrounded by rolling 
fields and possibly bordered by a little brook 
You help to make these things realities. 


[ AVE YOU EVER thought of the ro 

mance in this business? Talk with the 
couple who are starting their home, who 
are doing some remodeling, fixing the 
kitchen, adding a bedroom for the children 
If you will but look you will see the real 
romance in this business. 


We are not selling mere words, glass, 
bricks or steel. We are selling “Just a Cot- 
tage Small by a Waterfall’, “We'll Build a 
Bungalow”, “Old Folks at Home” and, yes, 
even “How Firm a Foundation”. 


Of what goal does the poet speak? You 
surely are familiar with the ever popular 
“Let Me Live In a House by the Side of the 
Road”. The house is most essential in that 
poem. Why are those thoughts popular? 
They express the universal wish, the goal 
that represents happiness. They also refer 
to your business and to mine in one way or 
another. A house, a home. 


(7 HAT IS A HOUSE any way? Is it 
such a mundane thing as merely a col- 
lection, an assembly, of glass, sash, doors, 
floors, walls and roofs? Is it indeed com 
posed of merely such ordinary things as 
these? Yes it is. If you want to see it that 
way. 

I see these materials just a little differ- 
ently. The glass lets in the warm winter sun 
and shuts out the cold rain and snow, the 
doors open to receive the new bride, the 
floors are there for little feet, and the walls 
and roof make that little bit of this world 
mine alone, my castle. That all adds up to 
happiness. That is what I sell. 

I therefore salute the lumber dealers 
as salesmen of happiness in the once in a 
lifetime business. 
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(There's a MILLION 


square feet of 
Insulation in 
that 10' x 15' shack! 





ORDINARY INSULATION 
WOULD TAKE 116 SUCH SHACKS. 


Dealers and yard operators can make MORE 
profit on low-priced and provably better, scien- 
tific Infra multiple aluminum insulation. It 
eliminates costly storage, handling and trans- 
portation problems, not only for the dealer, but 
also for the contractor and builder. 


One man can carry on a bus 2,000 sq. ft. of 
Type 4 Infra in two small, 48 lb. packages, each 
measuring 3’ x 1%’ x %’, enough to insulate an 
average home. He can toss 5 such cartons, or 
5,000 sq. ft. into his car’s trunk compartment; 
put 8 to 10 more cartons, or 10,000 sq. ft., on the 
rear seat and floor. Place 3 more cartons on the 
front seat next to the driver and you have a 
total of 18,000 sq. ft., the equivalent of a freight 
car load of ordinary insulation! 


HANDLE 48 LBS. ---OR ONE TON? 


A FEW SHELVES in a storage room will hold a 
COMPLETE STOCK OF INFRA because a carton of 
1,000 sq. ft. Type 4 Infra occupies only 1% cu. 
ft. against 175 cu. ft. for ordinary insulation 
and weighs about 48 lbs. against ONE TON 
for the same square footage. 


Over the past 10 years, sales of Infra multiple 
aluminum insulation mounted until they are 
now over 350 MILLION sq ft. A large percentage 
of this is repeated specification by architects. 


In simple language, further clarified by num- 
erous illustrations, the physics of heat flow is 
interestingly discussed in Schwartz’s “Heat 
Flow by Radiation in Buildings — Simplified 
Physics,” a manual sent free on request. The 
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DIRECT DEALERS WANTED 
NO MINIMUM STOCK REOUIRED 








explanations are easy to understand and to 
repeat. A simple heat flow tester with which 
customers can make a “Feel for Yourself” dem- 
onstration will also be sent to any dealer. 


Infra ads, appearing for years in such maga- 
zines as “Architectural Record,” “Progressive Archi- 
tecture,” “Practical Builder,” “American Builder,” 
“Heating, Piping and Air-Conditioning,” “Air-Condi- 
tioning, Heating & Ventilating,” have created a de- 
mand for Infra which can be reflected in YOUR 
sales. Important consumer magazines and news- 
papers frequently devote space to Infra, calling 
it to the attention of additional millions. 


To learn how you too can make more profit 
on insulation, use the coupon below. Infra is 
sold direct to dealers in most states. 


INFRA INSULATIONS CAN BE PURCHASED 
for 3¢ to 12¢ per sq. ft. depending on the type. 


Infra Insulation, Inc.,526 B’way,N.Y., Dept. | 
Please send me free 
() “Heat Flow by Radiation” 


[) Heat Flow Tester for 2 weeks free use. 


() Dealers’ Prices 


Name 
Firm 


Address 


Sa ee ee 
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HARD MATERIALS: 
Key to the Complete Package Sale 


For dealers wondering if they should expand 


Se 


into hard materials lines, American Lumberman pre- 
sents case histories showing how lumbermen mer- 


chandise concrete and clay products. 


To become a source of all the 
building materials that go into a 
home package, lumber dealers are 
constantly expanding their inven- 
tories and providing more service 
for builders and consumers. 


During this evolution, the addi- 
tion of hard materials has become 
a logical step in the growth of many 
yards. 


In the following section, the edi- 
tors of American Lumberman show 
the part hard materials are playing 
in creating sales of not only con- 
crete products, but lumber and 
other building materials as well. 
Here’s some of the reasons jumber- 
men are manufacturing and mer- 
chandising hard materials: 


Production of ready-mix con- 
crete is profitable in itself; it 
helps build the yard’s annual 
gross sales, 


HARD MATERIALS are invading the do- 
it-yourself market. Findorff Lumber & 
Supply Co., Madison, Wis., has developed 


profitable package sales to homeowners | 


who want @ paved driveway, a brick wall 
or a@ sidewalk. 


—Means plus profits. Dealers can 
get in on the ground floor with 
sales of the complete building 
materials package. 


—Develops a well-balanced busi- 
ness between industrial, home 
building and farm sales. 


—-Growing demand for concrete 
on the farm: paved barns, feed 
lots, silos and animal shelters. 


Takes up slack created by loss 
of feed, grain or coal business. 


-Builders are convinced no 
other method can provide qual- 
ity concrete more economically 
than a central batching plant 
and transit-mix trucks. 


No matter what reason dealers 
give for expanding into hard mate- 
rials, all agree there'll always be a 
market for wood in the American 
home, but with the diversification 
of materials going into a home, a 
dealer cannot confine himself to 
lumber alone. 
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How to 


What you should 
know about sales 
potential, plant 
location and layout 
before making 
detailed plans for 
your ready-mix 


layout. 
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Since it’s a volume business and 
concrete is an extremely perishable 
commodity, a dealer planning to set 
up a ready-mix plant must study 
his market area carefully. 

The potential market for ready 
mix concrete is about 15 miles from 
the plant, some dealers truck it as 
far as 20 miles. To make a profit a 
dealer must move between 2,000 to 
2,500 yards of concrete per truck 
annually. 

To find the potential market for 
ready-mix concrete will call for 
some legwork among contractors, 
bankers and civic groups in rural 
and suburban areas. 


Questions to answer. Some of 
the questions to be answered are: 
What is the growth potential of the 
community ? How many new homes 
will be built during the next five 
years? How many competitors will 
share? How many concrete con 
tractors and cement finishers are 
potential customers? What is the 
anticipated volume of new highway 
and reconstruction work? Are 
there any new industries moving 
into the area? 

Knowing the answers to these 
questions will give you an insight 
into the potential market not only 
for concrete, but other building 
materials as well 
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Analyze Your Market 


Types of plants. When you de 
cide to set up a plant, the next prob 
lem is selecting the proper equip 
ment. Manufacturers of batching 
plants and transit-mix truck bodies 
can be a big help here 

Smaller plants are usually the 
dry-batch type. Transit-mix trucks 
are loaded with dry materials and 
the water is added in the truck 
body. Mixing is done enroute to 
the job. These plants call for the 
minimum of yard space and capital 
outlay 

A central-mix plant calls for an 
additional investment in a mixe! 
which charges trucks with ready 
mix concrete in the yard. The added 
investment in a mixer and steel 
erection costs may be justified be 
cause delivery capacity of trucks is 
increased Trucks charged with 
mixed concrete in the yard can car 
ry about twice as much as when 
loaded as a transit-mix truck. 


Plant location. Since the cost 
of the haul is the most important 
element in the total cost of the con 
crete, the batching plant should be 
located near the center of concrete 
consumption. The site should pro 
vide sufficient space for trucks to 
maneuver under batching bins 
without backing up 

Hampered by inadequate facili 
ties in their yards, some dealers 


OLD BUT PROFITABLE, the ready-mix 
plant of the Palm Springs (Calif.) Build 
ing Supply Co. cost $14,000 to build in 
1949. The ready-mix plant now grosses 
about $140,000 annually and creates tie 
in sales far in excess of this amount. A 
new plant is in the planning stage 


have set up ready-mix plants at the 
edge of town or near a railroad sid 
ing to expedite deliveries 


Plant layout. To be profitable, 
a ready-mix plant must pare the 
cost of handling and storing aggre 
gate to a minimum. If aggregate 
is to be stockpiled on the ground, a 
front-end loader, bucket elevator or 
clam bucket will be needed to 
charge the bins. Provision must be 
made to store cement in either bulk 
or bags 

Setting up a ready-mix plant, a 
lumberman can choose his equip 
ment from a wide variety of manu 
facturers, who turn out batching 
plants and transit-mix bodies to fit 
any budget. After getting started 
in the ready-mix business, the 
dealer finds he has opened a new 
field of package merchandising 

Lumberyards have been handling 
hard materials—concrete block, tile 
products, coal, cement, plaster and 
aggregates-—for years. Now many 
dealers are considering the next 
logical step in providing a genuine 
one-stop building materials service 
and setting up ready-mix concrete 
plants 

The lumbermen who have been 
operating ready-mix plants for 
years enthusiastically endorse con 
crete, not only as a builder of gross 
volume and net profits, but also as 
a wedge leading to sales of other 
building materials 

More than one dealer reports that 
being able to furnish concrete for a 
job has literally put him on the 
ground floor in making the sale of 
the rest of the building material 
package. Following up ita ready 
mix concrete orders, one Pennsyl 
vania firm has increased its volume 
of all building materials sales a 
yood 20%. Now it has a well-bal 
anced business spread equally be 
tween home building, farm and in 
dustrial customers 

The Palm Springs (Calif.) Build 
ing Supply Co. uses its ready-mix 
operation as a springboard to get 
the rest of the building materials 
package 

“In addition to the ready-mix 
department’s separate profits,” says 
manager Donald J Derbes, “it 
gives us a foothold in selling the 
entire job. Practically all contra 
tors in this area buy their materials 
where they get their concrete. The 
end result is that our lumber and 
building materials business gete a 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities .. . 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 
today. 


a 





~ WALES LUMBER CO. 


OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our 32nd Year 


HALLINAN LUMBER CO, 


628 5. W. Harrison St. Portland 1, Ore 
MANUFACTURERS DOUGLAS FIR 
Alwoter 9236 Teletype PD 457 


564 Market $¢. 
Sen Francisco 4, Collf, 


VAN VALER LUMBER CO. 


Radio Central Bidg 











Spokane 4, Wash. 
Phone: Témple 2743 TWx SP 19 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 
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REMODELED COAL SILOS at Elkhorn (Wis.) Lumber Co. w 


ere converted into aggregate 


bins when coal business petered out. Using available coal handling equipment the firm 


set up a ready-mix plant for about $5,000. 


boost and there’s less price shop 
ping by the builders.” 


Replaces coal sales. Besides 
helping them corral sales of the en 
tire building materials package, 
several dealers say they went into 
the ready-mix concrete business to 
offset slumping coal sa -s. Since the 
vards were already rigged with 
bulk materials handling equipment, 
adapting the machinery to ready 
mix operation wasn’t too expensive 

Elkhorn (Wis.) Lumber Co. con 
verted a trio of coal storage silos 
into aggregate bins and set up a 
ready-mix operation for about 
$5,000. Now in a position to de 
liver ready-mix concrete on a year 
‘round basis, Elkhorn has made con 
crete placement an all-season job 
Builders have learned that the firm 
can deliver quality concrete at 
specified intervals and a minimum 
of labor is required on the job 

Also faced with a dying coal 
market, Shelby (Ohio) Lumber Co 
went into the ready-mix business 
and within five years concrete ac- 
counts for a third of the yard’s 
gross volume 


Road repair market. Besides 
furnishing ready-mix concrete for 
foundations, floors, driveways and 
sidewalks, many lumbermen  op- 
erating batching plants are finding 
themselves involved in road repair 
work which moves a_ substantial 
volume of concrete. 

“There's going to be more high 
way repair work as roads break 
down under the pounding of today’s 
traffic,” says James Ferguson of 
Hickory (Penna.) Lumber Co. 
“These small repair jobs aren't big 
enough to interest the big paving 
outfits, so local highway crews do 
the work and we furnish the con- 
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crete.” Last year about a half of 
Hickory’s concrete volume was used 
by the highway department. 


Last spring, Ruby Lumber Co., 
Madisonville, Ky., kept its ready- 
mix plant working at full capacity 
to furnish concrete for a large road 
repaving job and also to fill the de 
mand from new construction. 


In conjunction with its ready 
mix plant, Ruby also operates a 
concrete block plant and also pre 
casts septic tanks and other spe 
cialties. Recently, Ruby set up a 
pre-stress concrete operation to 
fabricate beams and other pre 
formed concrete structural elements 
for bridges and other structures 


BULK CEMENT is handled in this storage 
bin next to a railroad siding at Ruby Lum 
ber Co., Madisonville, Ky. Trucks are 
charged with aggregate across the street 
at the firm's concrete block plant before 
picking up cement here. Cover picture 
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WHY WASTE 
YOUR SELLING TIME 
ON BLIND CALLS? 





Dodge Reports 01 new construction 
can help you sell more profitably by pinpointing 
your business opportunities. 


The cost of getting business goes up when you spend time chasing down 
idle rumors. Dodge Reports help eliminate this waste by supplying you 
with just the selling facts you need to know about people you do business 
with, as well as prospects you may not have time to uncover. Dodge 
Reports tell you who’s building, what, where, when the bids are due, who 
to contact, what the status of the jobs is —the information you need to 


schedule your selling efforts more efficiently. Furthermore, when you get 





Dodge Reports you get more than advance information — you get the 
fastest, most complete construction news service you can economically 


use — here’s why... 


BETTER REPORTING 


Dodge employs more than 
1000 reporters covering 
every local area east of 
the Rockies. Backed by 
65 years of service to the 
industry, together with 
the prestige of Dodge 
Publications and Services, 
only Dodge Reporters 
have such welcome access 
to sO many news sources 
in all construction fields. 


SPECIALIZED BY FIELD 


Dodge offers 3 specialized sell 
ing services... covering 1 ) Gen 
eral Building Construction, 2) 
House and 3) Engineering Proj 
ects. You get thorough coverage 
of the type of construction that 
interests you without wading 
through piles of unnecessary 
reports. And by choosing just 
the service or services you need, 
you get the most economical 
reporting. 


INDIVIDUALIZED FOR YOU 


In addition to specialization by type of 
construction, Dodge makes it possible 
for you to select the type and the size 
of project on which you desire infor 
mation, as well as the specific territory 
you want covered. You may choose 
whatever you need from the 26 dif 
ferent classifications in the General 
Building Service, 3 types in the House 
Service and the 11 kinds of projects cov 
ered by the Engineering (or Heavy 
Construction ) Service 


There is a Dodge Reports Service for you. For complete information, write today. Use this coupon 


F. W. Dodge Corporation, Construction News Division 
119 West 40th Street, New York 18,6. Y. AL9S6 


Please let me see some typical Dodge Reports for my area. | am inter 


ested in 


Houses 


Engineering Projects 


General Construction 


Area 


Dodge Reports ea 


For Timed Selling Se the Construction Industry 


“ry |yvvd 
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CURBSIDE DISPLAY mer 
chandises precast concrete 
products produced by Ruby 
Lumber Co., Madisonville, 
Ky. Price of every item dis 
played is shown on the sign 


New Profitable Sideline: CONCRETE SPECIALTIES 


Dealers describe 


added profits in making 


precast concrete s pecial- 


ties. 


Lumbermen operating ready-mix 
and concrete block plants have 
found themselves involved in a 
profitable sideline—-precasting con 
crete specialties 


In Madisonville, Ky., Ruby Lum 
ber Co. precasts a wide variety of 
these specialties. Using its block 
machine and special molds available 
from manufacturers, Ruby mer- 
chandises many of these specialties 
on a pickup basis. Here are some 
of the items and their retail price: 
lawn bench, $8.95; mail box post, 
$6.95; splash block, $2; grease trap, 
$7.95; bird bath, $4.95, and a gar- 
bawe can rack, $3.49 


Ruby also precasts concrete brick, 
culvert and silo staves. Recently 
the firm branched out into the pre- 
stress concrete field and is now 
turning out concrete roof channels, 
beams, floor slabs, bridge girders 
and even small, complete bridges. 


Despite apparent competition 
with their own basic material, lum- 
ber dealers are becoming a source 
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of concrete steps, and doing a good 
merchandising job promoting them 

In New Orleans, a manufacturer 
of precast concrete steps decided to 
franchise Lumber Products, Inc., 
New Orleans, to handle its line of 
45 different steps. So successful 
was this experiment that now the 
firm merchandises the best part of 
its production through lumberyards 
in the area. The lumbermen, on the 


= 
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CONCRETE CULVERT is one of the profitable sidelines of the concrete block plant op- 


other hand, have discovered that 
promoting concrete steps led to 
sales of wrought iron railings and 
even porch and home improvement 
jobs. 

This isn’t an isolated case as all 
over the nation dealers report sim- 
ilar results. Making their yard a 
one-stop building materials center 
they create sales which would other- 
wise by-pass them. 


~ - one @ 


erated by Jenkins-Essex Co., Elizabethtown, Ky. Low-bed trailer makes it possible to 


load pipe without tying up a truck in the yard. 
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a better timed, more complete 


Ceming in January instead of April in 1957... 


The building material 
dealer’s basic source 
of information about 
everything he buys, 


sells and uses. 


lumber dealer BUILDING PRODUCT 


buying and selling guide 


A BRAND NEW BOOK, cover to cover, the 
1957 Dealer Products File issue of American 
Lumberman will be the most complete guide to 
the buying and selling of building products ever 
made available to lumber and building material 
wholesalers and retailers. 

IMPROVEMENTS ARE BASED ON NATION 
WIDE RESEARCH by an outside editorial con- 
sultant and staff editors, who conducted ex 
haustive personal interviews with dealers as to 
their use of last year’s issue, plus their reaction 
to the best new features of the more successful 
directories of other industries. 

MORE COMPLETE. The improved 1957 edition 
of this long-established directory of building 
products, will provide instant reference to the 
most comprehensive information about prod- 
ucts, manufacturers, trade names and associa- 
tions to be assembled in a single handy volume. 
BETTER TIMING—IN JANUARY, when inven- 
tory is lower, and contractors’ plans for the com- 


ing building season are forming into decisions 
to buy, will make this authoritative guide avail 
able when most dealers have a more than or 
dinary need for the kind of information it con 
tains 

Ef ! reported so many 
of the subscribers interviewed, as to indicate 
that all key dealer buying and sales personnel 
will benefit by having a copy of the Dealer 
Products File on their desks in 1957 


REMEMGER THE NEW PUBLICATION DATE: 
January 21, 1957 

PRICE PER SINGLE COPY WILL BE: $2.00 

iF YOU ARE AN AMERICAN LUMBERMAN SUB- 
scriser, the 700-plus page, 1957 issue of 
the Dealer Products File will come to you 
as part of your subscription at no extra 
charge 


AMERICAN © © © 
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CONVENIENT STACKS make it easy for 
farmers to pick up clay tile on a self- 
service basis at Lake County Lumber Co., 


North Hayden, Ind. 


UNIT LOADS are handled by a fork 
lift at Ginter-Wardein Lumber Co., 
Alton, Ill., to cut labor costs. Pallets 
are made of preservative treated 2x4s 


and one inch boards 


\ sale of drain tile to a farmer 
who wants to get more of his land 
into production can be the seed to 
future sales of other building ma 
terials. That's the profitable ex 
perience of many rural lumbermen 
who promote clay tile products that 
help farmers increase the yield of 
their land 


“When we sell a farmer clay tile 
to drain a few acres, he’s usually 
back in a year or so when he’s in 
the market for more grain storage, 
au hog house or cattle shelter,” says 
Harry Schrader of Schrader & En 
gel Lumber Co., Hawkeye, lowa 


“And this comes about because 
wet land, which once wasn’t pro 
ducing much is now in full produc 
tion. Besides making a profit and 
building future sales, we’re keeping 
our customers at home by inven 
torying the products they want.” 


With more homes being built 
beyond the water mains and sewers, 
suburban lumber dealers are find- 
ing themselves in the clay tile busi 
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CLAY TILE: 


Pipeline to Future Sales 


Lumbermen are turning clay pipe into a sales tool for 


building materials packages as demand grows for clay prod- 


ucts used in suburban septic 


ness. Add to this, sales of septic 
tanks, distribution boxes, cement, 
concrete and steel culvert, the lum 
berman is getting a larger share of 
the homebuilder’s dollar 


Clay tile merchants. 
ing the lumber dealer as a master 
merchant of clay products, the 
Structural Clay Products Institute 
has set up a special award for lum 
bermen promoting clay pipe and 
other hard materials. 

Early this year, 48 dealers in 
Minnesota, lowa, Nebraska and the 
Dakotas were awarded certificates 
as Master Clay Products Dealers on 
the basis of their sales records 


tecogniz 


Financing farm drainage. Since 
farm tiling is considered one of the 
best improvement loans a_ lender 
can make, arranging financing for 
these projects is easy. 

Earlier this year, the federal 
government announced it would 
share up to half the average cost of 
installing clay drain tile to put un 
productive, wet acres back into 
production. Farmers are studying 
the plan carefully with an idea of 
increasing future crop yields. Help 
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systems and farm drainage. 


ing the farmer arrange this type 
financing is the key to many future 
sales of clay tile and other building 
materials 


Handling problems solved. To 
be profitable, clay products must 
move in substantial volume. This 
brings in the headaches of handling 
and breakage, which have caused 
many dealers to scratch clay tile 
off their inventories. However, the 
development of palletizing and unit 
loading of hard materials has 
helped solve these problems 

Palletizing clay tile into units has 
helped Ginter-Wardein Lumber Co., 
Alton, Ill, solve several handling 
problems. With 25 tile in each unit 
much of the human error in filling 
orders and inventorying has been 
virtually eliminated Breakage 
losses have been minimized. 


On the farm and in the home 
clay pipe is a necessity and can be 
part of a home package if the deal 
er can deliver it economically and 
efficiently. Besides bringing in a 
profit, clay products can be a door 
opener to future other 
building materials 


sales of 
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“ADVERTISED-IN-LIFE” nails down 


sales of home-improvement products 


Nothing pays off quite as handsomely with your 
home handymen customers as the famous ‘‘Adver- 
tised-in-LIFE”’ symbol. That’s why more and more 
progressive lumber dealers make it their top mer 


chandising aid. 


They know, as you will instantly find, that people 
interested in home-improvement projects prefer 
the household products and materials that are ad- 
vertised in LIFE, 


Audience source: A Study of 
the Household Accumulative 
Audience of LIFE. 


BUILDING 


PropuctTs 





VERCHANDISER 


They know that LIFE pre-sells amateurs and ex- 
perts— your prime prospects— on particular brands, 
And LIFE pre-sells at the local level... by reaching 3 
out of 5 households in the average community in 
the course of 13 issues, 

This means that LIFE influences your customers, 
works for you right in your own neighborhood 
You'll find it sets up and naila down many @ sale 


each week. 


9 Rockefeller Plaza, New York 20, N, Y. 


Circle No. 41 on Coupon, page 80. 
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QUALITY CONCRETE was emphasized at an open house sponsored by Citizens Lumber Co., 


Sturgis, Mich. Core samples of concrete turned out by the firm's ready-mix plant and samples 


of aggregates were inspected by farmers 


CREATIVE SELLING converts the area in front of Koss & Son, Clark, N. J 
into @ display for cement, patio block or flagstone and cement dyes for the 
do-it-yourself market 
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Profitable Tips 


A stack of brick or concrete block 
doesn’t do too much in arousing a 
prospect’s imagination. But using 
a little creative merchandising and 
selling the sizzle of an outdoor bar 
becue fireplace or the convenience 
of a patio, sidewalk, or driveway 
and you’re well on the way to mak- 
ing a sale 

Bringing block and brick into the 
showroom and displaying them as 
end-use packages has opened a new 
field of merchandising for lumber 
dealers. Besides eliminating a lot 
of price competition, selling these 
end-use packages has opened the 
door to sales of other building ma 
terials. Here’s a few examples how 
lumbermen are merchandising con 
crete block, ready-mix and other 
precast specialties. 


Sell the end-use. Even ready- 
mix concrete can be merchandised 
to the do-it-yourself market. Fin 
dorff Lumber & Supply Co., Madi 
son, Wis., regularly plugs its ready- 
mix department in newspaper ads. 
Selling the end-use instead of cubic 
yards of concrete, Findorff adver- 
tises materials for an 8’x60' drive- 
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PROMOTING END-USE PACKAGES like driveways and sidewalks has proved profitable for Fin 
dorff Lumber & Supply Co., Madison, Wis. 


Promote the end-use package, 


say dealers, who tell how they do it. 


to Concrete Sales 


way for as little as $98 and a 60°’ 
sidewalk for as low as $75 

Appealing to the do-it-yourself 
market, Findorff provides home 
owners with information about site 
preparation, forming, finishing and 
curing. Budget terms can be ar 
ranged and Findorff will even rent 
the forming lumber. 


Related selling. Some dealers 
promote concrete as an adjunct to 
their garden departments. Annan 
dale (Va.) Supply Co. furnishes 
speakers for local garden club meet 
ings and it was pleasantly surprised 
to find that women were dropping 
in for garden supplies and ending 
up ordering concrete patio blocks, 
hardware, flagstone and_ other 
building materials 

Setting up a precast concrete 
splash block under a sample down 
spout in the window of Bethesda 
(Md.) Builders Supply Co. not only 
doubled the sales of splash blocks 
but also stirred up sales of gutters, 
downspouts and elbows. 


Put samples to work. Dusting 
off samples of brick and hearth tile 
and bringing them into the show 


BUILDING Propucts MERCHANDISER 


EXPOSED BRICK WALL at Clairton (Penna.) Commercial, Inc 





is an impres 


sive backdrop and promotes brick as interior wall material for contemporary 


homes 


room brought a 35% 


of these materials at Twin Oaks 
Builders Supply Co., Eugene, Ore 
The 30 different samples are tagged 
with the name, use and price of 
each brick 


Sell the farm market. The 
farm market is often overlooked in 
a dealer’s hard materials promo 
tion. Farm magazines have re 
ported the results of experiments 
with insulated concrete floors, con 
crete feed floors and concrete block 
for utility buildings 

One Nebraska lumberman uses 
color slides to show before and 
after pictures of remodeled farm 


jump in sale 


building The clincher to several 
sales was pictures of the conversion 
of a dilapidated hog house into a 


building any farmer would be 


proud of 

Traveling billboards. “Our 
best promotion is a fleet of 
well-maintained transit-mix trucks 
manned by well-mannered drivers,” 
Florida lumberman. “We 
“us billboards 


clean 


‘Mays One 
use our truck 
the way for a second sale when we 
make the firat delivery of ready 
mix. Keeping your equipment clean 
is one method of instilling customer 
confidence in the product you de 
liver.” 


to pave 
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New SKIL 


protects your full mark-up... 
assures more sales! - 


SKIL—first in quality tools for more than 25 years—is first again in pro- 
tecting your profits! The new SKIL sales policy definitely puts profits back 
into your portable tool business! And the strong SKIL identification and 
promotional program will make you the Portable Tool Center in your com- 


munity. Reputable dealers everywhere are acclaiming the SKIL program 
as a huge success! 


Here’s what some of our distributors and dealers are saying: 


fe 
< 


W. L. Blumberg Co., wholesaler, says: We are very happy 
with your policy of selling only to legitimate recognized 
distributors and maintaining fair prices for the dealers. 
Also, we would like to compliment you on your aggres- 
sive planning in preparing your SKIL Tool Center for the says: 
dealer who is profit-minded—a great aid in combatting 


Profit Prot 
the t bo 
some of the price cutting done by discount houses.” will be @ gree 


hardware dealers a" 
benefit wholesalers a ved 
SKIL Corporation as well. 


s, retailer, 
Walter . porno’ think 
ection plan 
om to 
d will 
nd the 





_ 


ham, jobber salesman, say’: ' . 
“ egetcammnee plan. | have sold 12 displays in 10 days 


“My dealers like the SKIL 








Sales Policy 


Get the FREE SKIL TOOL CENTER DISPLAY...and Cash in on the 
PROTECTED PROFITS of the new SKIL program! 


W FREE Tool Center Display — It’s eye-catching on any 
counter ... and it’s yours without charge when you 
purchase the minimum quantity of four portable 
tools: One 6” saw, one 6'4" saw, one sander, and one 
10-piece drill kit. 


*& Cash allowances on your local ads —SKIL gives 
you $10.00 for every SKIL Tool Package you buy 
when you return the enclosed certificate with invoice 
for advertising space and tear sheet with your local ad. 


*& Free advertising material — Hard-selling mats of 
many convenient sizes . window streamers 
counter displays . . . folders and other literature . . . 
six 32-page Do-It-Yourself booklets and other 
merchandising aids. 


* Powerful national advertising — Frequent large ads 
in Saturday Evening Post ... Popular Mechanics. . 
Popular Science ... and many trade magazines that 
display the SKIL Tool Center. 


6” Model 526 Saw 
Price, $49.95 


Famous SKIL professional features! Cuts 2” dressed lum 
ber, rips 1” lumber, bevel-cuts 1-7/16" at 45 
6" Model 552 Saw 
Price, $64.95 


Versatile, powerful, easy to handle. Cuts dressed 2 x 4's 


even at 45° bevel, Weighs only 11 Ibs.! 


10-Piece Model 587 Drili Kit 
Price, $29.95 


Contains popular SKIL ” Drill with geared chuck, set 
of 3 twist drills, and other accessories 


Model 592 Orbital Sander 
Price, $49.95 


‘Takes the work out of sanding! Gives faster, smoother 
work with no balking no stalling... no gouging! 


MAIL THIS COUPON... OR CONTACT 


m : 


Products of SKIL Corporation 
formerly SKILSAW, Inc 
Factory Branches in ALL Leading Cities 


Bui_pinc Propucts MERCHANDISER 


SKIL 
Tool Display No. 18190 


as advertised in SATURDAY EVENING POST 
and other magarines 


Your Cost—ONLY $133.71 
Your PROFIT— $61.09 


SKIL Corporation, Dept. A.1.-96 
5033 Elston Avenue, Chicage 30, Ilinois 
In Caneda: 3601 Dundas Street West, Torente 9, Onterie 


Send me booklet describing protected profits for SKIL deolers 


] Rush me SKIL Tool Center Display No 8190 
mediately! Bill me through wholesaler ind 


together with complete selling 


helps, in <ated below 
Please hove salesman call on me 
My wholesalers name 


My nome 


Circle No. 15 on Coupon, page 80. 





FORK LIFT moves newly-cast block to curing sheds of Jenkins 
Essex Co., Elizabethtown, Ky. This firm has been making concrete 
block and other precast products for 30 years 


Sell the Handyman 


Purchase and lease plans make 
it easy for the dealer to get into 


the block business. 


Growing acceptance of concrete masonry for exposed 
interior walla in homes and commercial buildings and 
the desire of lumbermen to offer a complete line of 
building materials has generated two significant trends 
in the lumberyard 


—Dealers who never handled masonry materials are now add- 
ing them to their inventories to share in this new source 
of profits. 


—Dealers who formerly sold block produced by others are 
now making their own and setting up concrete precasting 
plants. 


One of the pioneer lumberyards setting up its own 
block plant was Jenkins-Essex Co., Elizabethtown, Ky 
In 1921, the firm was practically forced into the opera 


40 


AUTOMATIC MACHINES can turn out |,000 block hourly. Only 
one man is required to operate pneumatic lift to move block to 
pallet prior to curing 


tion by the lack of suitable foundation materials in the 
area. The firm now turns out 500,000 concrete masonry 
units yearly 

The firm’s first block plant was a one-man operation 
which turned out about 100 units daily. With new ma 
chinery, Jenkins-Essex Co. stepped up production to 
400 units per eight-hour day in 1940 


By 1944, the demand for concrete block had in 
creased to 300,000 units and extra shifts were required 
to fill the demand. Now the firm has a fully automati« 


(continued on page 74) 


\MERICAN LUMBERMA 





BUILDING 


) 
PRropucts 


Down come delivery costs! 


MERCHAN 


Now a load of lumber is dumped in perfect condition at the job site in one minut 
—and the truck is on its way. The 96¢ worth of Signode steel strapping that ties 
the 7-ton (5700-bd.-ft.) load makes this possible—and makes possible unit load 
ing at the yard, simplified tallying and prevention of pilferage. Many other 
products—from millwork to brick—cost less to handle, store, ship and receive 
when unitized the Signode way with low-cost, high-strength steel strapping. For 
more information about money-saving strapping applications, see your Signode 
representative. No obligation. Just write: 


SIGNODE STEEL STRAPPING CO. 
2635 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-wide 


in Canada: Canadian Steel Strapping Co., \td., Montreal * Toronto 


Cirele No. 17 on Coupon, page 80. 





FORK LIFT moves newly-cast block to curing sheds of Jenkins 
Essex Co., Elizabethtown, Ky. This firm has been making concrete 
block and other precast products for 30 years 


Sell the Handyman 


Market 


Purchase and lease plans make 
it easy for the dealer to get into 


the block business. 


Growing acceptance of concrete masonry for exposed 
interior walla in homes and commercial buildings and 
the desire of lumbermen to offer a complete line of 
building materials has generated two significant trends 
in the lumberyard 

—Deailers who never handled masonry materials are now add- 

ing them to thelr inventories to share in this new source 
of profits. 

Dealers who formerly sold block produced by others are 

now making their own and setting up concrete precasting 
plants. 


One of the pioneer lumberyards setting up its own 
block plant was Jenkins-Essex Co., Elizabethtown, Ky 
In 1921, the firm was practically forced into the opera 
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AUTOMATIC MACHINES can turn out 1,000 block hourly. Only 
one man is required to operate pneumatic lift to move block to 
pallet prior to curing 


tion by the lack of suitable foundation materials in the 
area. The firm now turns out 500,000 concrete masonry 
units yearly 

The firm’s first block plant was a one-man operation 
which turned out about 100 units daily. With new ma 
chinery, Jenkins-Essex Co. stepped up production to 
400 units per eight-hour day in 1940 


By 1944, the demand for concrete block had in 
creased to 300,000 units and extra shifts were required 
to fill the demand. Now the firm has a fully automatic 


(continued on page 74) 
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Down come delivery costs! 


MERCHA 


DIS! 
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Now a load of lumber is dumped in perfect condition at the job site in one minute 
~—and the truck is on its way. The 96¢ worth of Signode steel strapping that ties 
the 7-ton (5700-bd.-ft.) load makes this possible—and makes possible unit load 
ing at the yard, simplified tallying and prevention of pilferage. Many other 
products—from millwork to brick—cost less to handle, store, ship and receive 
when unitized the Signode way with low-cost, high-strength steel strapping. For 
more information about money-saving strapping applications, see your Signode 


representative. No obligation. Just write: 


SIGNODE STEEL STRAPPING CO. 


2635 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-wide 


in Canada: Canadian Steel Strapping Co., \td., Montreal * Toronto 
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ROA aes a il eat ie 


e best in skilled biaaenite. It is nse eeioy in the 
Sof flush doors in the building industry with a door for every 
Pgource for the most varied requirements. It is apparent in the 
Gdising and sales services of MOHAWK experts in the field 
fined expansion of our facilities to bring better service to 
most of all, it is the consistent quality of every MOHAWK 


door which makcs every customer a repeat customer, makes your customers 


MOHAWK again and again. Join the swing to MOHAWK and watch your 


| More With MOHAWK: ” 


SERVICII 

for the jobber 
The largest sales force 
in the di 
on the job with the 
jobber's staff 


SERVICII 

. for the lumberman 
MOHAWK experts assist 
the lumberman in 
his customer sales, 
help nail down the 
big orders 


SERVIC} 

for the customer 
Regular, expert service 
to help the customer 
tailor his door needs 


to the MOHAWK line, 


to solve the specialized 
supply problem 
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oor industry... . 


sales s justify what hundreds of jobbers and lumbermen say: “You Make 


Another in the long line of MOHAWK “firsts” 

. exclusive MOPAK. Every lighted and dec- 
orator door (below) is shipped completely 
covered in tough, durable Visqueen transpar- 
ent film for complete factory to job protection! 


. EXTERIOR LIGHTED 


Available in hollow or 
solid core; many varied 
light designs; 3/16" 
exterior skins; double 
membered matching 
mouldings 





. EXTERIOR DECORATOR 


Available in hollow or 
solid core; wide selec- 
tion of plant designs 
3/16” exterior skins; 
any plants may be 
lighted on request 





REAR SERVICE 


Another first by MO 
HAWK; quality for com- 
petition; completes the 
door line; enables you 
to sell the entire job 


MOHAWK INTERIOR 


Selected faces for grade; 
flexcore construction; a- 
vailable in 1-3/8" and 
1-3/4" thicknesses; 
mony species of face 
available. 
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Quality Plus Service Builds Mohawk 
T hroughout the East and Midwest 


Dealer and jobber response did it . . . and the de- 
mand for first quality MOHAWK doors, the 
most complete line in the industry, has outgrown 
our South Bend, Ind., plant. Now, modern ware- 
housing in Sunbury, Pa., makes MOHAWK 
doors available from inventory and puts spe- 
cialists in famous MOHAWK service at the dis- 
posal of even more customers. Today, learn how 
you can increase door sales, get repeat orders and PRESTIGE 
be sure to: “Make More With MOHAWK.” 


FACILITIES 











For catalog and fur Midwest Division 
* MOHAWK Flush Door, Inc 
212 W. Ewing Ave., South Bend, ind 


ther infermation on 
your future with 


MOHAWK, write the 
Eastern Division 
! ' i Me 
Pa Le ee * MOHAWK Flush Door Corp 


nearest you 900 S$. Second St., Sunbury, Penna 


SERVICE 
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SELF-SERVICE DISPLAY at the warehouse entrance to Edward 


Hines Self-Service Yard, Evergreen Park, Ill.. encourages drivers 





to pick up a sack for small repair jobs 


Pre-Mixed Concrete Sart-Seller 


Profits are in the bag when you mass 


display and let the customer serve himself. 


Sold on a self-service basis, packaged, dry concrete 
and mortar mixes are fast-moving items in many build 
ing materials yards. The formula for stimulating these 
high-profit sales is to parlay manufacturer’s sales aids 
with mass displays of bagged materials in the show 
room 

One northern Illinois dealer says these pre-mixed 
products are like narcotics-—-habit forming once you 
use them. This same dealer reports selling between 15 
and 40 sacks of pre-mixed concrete on a Saturday 
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morning. And the beauty of these sales is that cus 
tomers make their own deliveries 

The Kewanna (Ind.) Lumber Co. also has condi 
tioned its customers to serve themselves and pick up 
their bagged materials from an attractive bin along 
one wall of the showroom 

Going a step further into self-service selling, Capitol 
Lumber Co., Hartford, Conn., built a coin-vending 
machine to sell cement when the yard was closed. This 
vending system has proved convenient for night work 
ers, who want to pick up some cement for patch-up jobs 
around the house. 

As more and more homeowners become accustomed 
to the convenience of using prepared mixtures, not only 
will sales of these materials increase, but also sales of 
trowels, edgers, hoes, shovels and other building 
materials 


DEMONSTRATION BOOTH outside the 
showroom of Merner Lumber Co., Palo 
Alto, Calif., was used to show what could 
be done with pre-mixed products. Demon 
strations not only sold bagged materials 
but stirred up tie-in sales of tools and 
other building materials. 
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JUST ADD WATER sounds like the direc- 
tions on a box of cake mix, but it moves 
substantial amounts of bagged, dry mor- 
tar, concrete, pointing cement and plas- 
ter for Frontier Lumber Co., Buffalo, N. Y 


CCL VENDOR 


24 HOUR sepvicg 


94 CEM 
‘aS 90 wir gl 


— 
ej 


et ied 
“a ae, wat 
PidStat las 2 


ss 
‘ie 


VENDING MACHINE sells cement on a 
self-service basis when Capitol Lumber 
Co., Hartford Conn., is closed. This vend- 
ing system is convenient for night workers, 
who want to pick up cement on their 
way home. 


BUILDING PropucTs MERCHANDISER 
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For extra Christmas sales, include Lufkin 
White Clad tapes and tape rules in your 
Christmas plans. They're gift banded and 
packed in Christmas display boxes at no 
increase in price — you make your full names 


10 SUPER 


a ret g WHITE CLAD 
and be sure to spec TAPE RULES 


profit. Order now 


ify Christmas wrap! 


ASK YOUR 
WHOLESALER 
NOW ! 


A wacomt /5, ow 
Td Lad O > 
'e heen wrt Ciao 9) 
HAL Aats 


FoR tVERY MAN 
50 1 bannne 
¢ MEE oun ne 
STEEL TAPE 
ry ea 


THE LUFKIN RULE COMPANY Saginaw, Mich. 
132-138 Lafayette St., New York City + Barrie, Ont. 


Circle No. 18 on Coupon, page 80. 





‘We saved 


Faster nailing is just one part of the big savings Bulider Francis Schone (\e{t) and R. H. Hansen (right 
builders discover with Bildrite Sheathing. Four major have enjoyed d 
mentioned by Francis Schons are 1 Bildrite cut Hansen is yard manager for Fullerton Lumber Co 

yates 40%; 2 eliminates corner bracing; 3 cut Waterloo. Schons, now building about 100 homes a ye: 


terials; 4 saves 1 or 2 saw blades per job is well known in Waterloo area for top-quality work 


oing business together for many year 
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ways’ with Insulite’ 


says lowa dealer R. H. Hansen 


When R. H. (Rudy) Hansen, long-experienced lumber 
dealer at Waterloo, Iowa, built his own home he had a 
fine chance to see exactly why builders prefer Insulite. 

The home, shown below, was medium priced, yet 
the builder was able to include such de luxe “‘extras”’ 
as a fine recreation room, built-in TV unit, and two 
fireplaces. ‘‘Insulite certainly helped pay for some of 
those features,’’ says Hansen. ‘‘We used Bildrite 
Sheathing, Insulite Wool, and Insulite Hardboard 


underlayment. And Francis Schons, the builder, 


figures Insulite saved us about $175.’ 
Products that increase their profits are the most 


important reason builders keep coming to your yard 


} There 


for Insulite. But that’s not all 


96 pages of In 
suli ivertising a ve h nn ri build 
lite advertising a year in the top magazines bullders 


read. Six mailings a year to 8 out of 10 of the best 


builders in your town. More than 500 builder calls 
a year by the Insulite salesman who calls on you. 
Want to meet pre sold builders? Talk to them 


about Insulite! 


sells easy...sells fast...stays sold 


IMSQ@LITE 


“hi, 


INSULITE, Made of hardy Northern wood 


Insulite Division of Minnesota and Ontario Paper Company, 





Minneapolis 2, Minnesota Ap, 














For Better 
Control Joints 








@ No Cutting or Sewing 

@ No Need fer Special 
Blocks 

@ Use with Any Stendard 
Metel Sash Block 

@ No Building Paper or 
Mertar Filling Needed. 


BLOK-JOINT’S “cross-shaped” fubber extrusion 
design simplifies construction of masonry wall 
control joints. Use BLOK-JOINT with any stand- 
ard metal sash block! 


100 Year Life’ rubber assures maximum ef- 
fectiveness for the lifetime of the building. 
BLOK-JOINT forms a secure interlock, actually 
adds stability to the wall. 


Use BLOK-JOINT for all t pes of masonry wall 
construction!—Block walls, brick veneer over 
blocks, cavity walls and many other types! 


Simplicity, Versatility Nd maximum effective- 
ness are yours with Carter-Waters BLOK-JOINT, 


NOW! See For Yourself how BLOK-JOINT 
fits masonry wall construction! 


Write Teday for FREE sample! 
Use this coupon, 


2440 Penaway 
Please send me a FREE sample and specifi- 


cations on the new Carter-Waters BLOK- 
JOINT 


Kansas City @ me, 


Nome 
Address 


City 


« 


2440 Pennway 
Circle No. 77 on Coupon. page 80. 
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RELATED SELLING of metal specialties and masonry materials 
can create profitable package sales. This incinerator display is 
located next to a simulated patio in Calcasieu Lumber Co., 


Austin, Tex 


Related Selling Helps Dealers 





Promote Tie-in Sales 








Capitalizing on the trend toward wider use of ma 
sonry materials in and around the house, building ma 
terials dealers are promoting tie-in sales of related 


items. 


Here’s a few ideas dealers have used to create 


sales of masonry materials and other building products 


SAMPLES of painted masonry and several 
cans of concrete and stucco paint in a 
heavy-traffic aisle attract the attention of 
customers at Renuart Yards, Inc., Miami, 


Fla. 


September 17 


STONE 


(CRUSHED GRAVEL) 


100 8 BAG ’ 
800 Las LOOSE » 
1000 Las . 

2000 85. 

YARD (2800 68) LOOSE 
bUM? TRUCE LOAO FER TOR 


om 


va -! ae ae «a 2 
a +’ ce es “"* Pass} 


CRUSHED GRAVEL can be merchandised 
on a pickup basis. This prominent sign at 
West Lumber Co., Atlanta, Ga., lets cus- 
tomers know they can pick up a bag of 
gravel or order a truckload. 
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SMALL CEMENT MIXERS can be sales builders for cement, wire mesh rein- 
forcement and other masonry materials. This mixer is displayed at Wright- 
Bachman, Inc., Indianapolis. 


of Masonry Materials 


Ames mee 


WHOLESALERS play an important part in merchandising 
extra-profit metal specialties. In Tarrytown, N. Y., Goldberg 
Wholesale Supply Corp. keeps a large inventory of fireplace 
units and steel culvert to insure prompt delivery to retailers 
with small, or inadequate, inventories 
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e ‘ 
For Better Reinforcing 
With “Deep-Grip” Swedging 








>< BLOK: MESH 


MASONRY WALL REINFORCING 


@ Exclusive Deforming Provides 
Large, Well Defined “Squared 
Edges 

@ Provides “Sure Lock” Be 
Reinforcing and Morta 

@ Requires No More Area in the 
Joint Than Superf i Deforming 

@ As Easy to Handle as Other 
Types 


You can see at a glance the extra “grip- 
ability” of Carter-Waters BLOK-MESH, The 
horizontal and vertical surfaces provide a sure 


lock even under lateral pressure and shrinkage 


BLOK-MESH M : racking above lintels, 


below sills, at corners, 


BLOK-MESH Is Best to tie brick to back-up 
blocks, for cavity wall construction, double 


walls, ordinary block wall construction 


Remember, BLOK-MESH by Carter-Waters |s 
the only masonry wall reinforcing with the 


“deep-grip”, positive anchor swedging 


SEE The Big Difference In Sweet's File or 


Write Today for your FREE illustrated brochure 
on the New Carter-Waters Blok-Mesh! Use This 
Coupon 


= 


2440 Penaway c Kansas City 6, Me 
Please send me FREE brochure and specifi 
cations on new Carter-Waters BLOK.MESH 


Name 


Address 








2440 Pennway Phone GRand |-2570 
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NOW ... 
NEW REVISED EDITION 


560 page volume — 5 x 6inches. New 
ideal size — big enough to lie flat — 
easier to use, easier to read! 


LUMBERMAN'S ACTUARY 


by JOHN W. BARRY 
Tith edition 1954 


The well known Barry Lumberman’s Actuary 
has been completely revised and expanded and 
is ready for immediate distribution. 


TOP DOLLAR page is now $400.00 per M in- 
stead of $150.00 and the starting unit price is 
$20.00 — a total of 461 main dollar pages 
plus pricing unite of squares such as shingles. 


PIECE PRICE tables have been added to each 
of the traditional Actuary dollar pages. The 
price per piece of any standard commercial 
size of lumber 8 to 20 feet long is given at any 
of the prices shown. 


No looking in two places or writing out your 
own piece price schedule. 


It is all in the new Actuary right under your 
thumb. This is the first time such a set of tables 
has been offered. You can sell by the piece or 
by the thousand—all from the same page and 
same book at any desired price. 


Actuary estimate and data pages have all been 
revised and new material added. The cover is 
a durable fabric with stitched binding that 
allows the book to lie flat. Linen faced index 
tabs are varnished for greater durability. Total 
pages are now 560 ve the old 504, 


The price is only $16.50—you can’t afford to 
mise not having this new edition. Send in your 
order today and we'll send you your copy 
immediately. 


American Lumberman, Inc., 139 N. Clark, 
Chicago 2, Illinois 

















LDEALER POl NTERST, 


Builds A Better Mousetrap Display 


To increase its mousetrap sales, Miami Valley Lum- 
ber Co., Oxford, Ohio, didn’t build a better mouse 
trap-—just developed a better display. Using a bracket 
with a 45-degree downward slant mounted on per 
forated hardboard, Miami Valley has ingeniously solved 
the problem of stimulating sales of rat and mousetraps. 

The traps are held in place by their own spring 
tension. Extra traps are laid across the top of those 
fastened to the bracket as impulse items. If a cus 
tomer wants a trap fastened to the bracket he can 
easily slide it off. Each trap is individually priced 


Good Display of Wood Samples 


An improved method of displaying paneling and 
moldings has been developed by R. A. Grimm of the 
Newton Lumber Co., Spokane, Wash. 

“The display has been very helpful,” said Grimm, 
“as it shows not only the different panels, but also 
types of wood. Each sample shows the end view as 
well as flush.” 

Each sample of molding and paneling has been 
labeled for quick identification. The 5x4-foot board is 
inexpensive and has room for 28 plywood or hardboard 
panels. Each panel is easily removed. The board also 
has room for 26 molding samples. Sign at the top was 
lettered locally. 
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INCREASE YOUR SALES-DOLLAR VOLUME 
INSTANTLY with LATEX 
CONCRETE REPAIR 


and 
TOPPING Will not 
Chip, Crumble 


or Powder— 


Waterproof 
Use in 
or Outdoors— 


Eliminates Chipping, Roughening and 
Curing--Apply thin as 1/16" or More 
Than 1", Whatever Thickness Needed 


Camp's LATEX 
CONCRETE TOPPING* 


Saves Contractors Hundreds 
of Dollars in Concrete 
Replacement and Repairs 





Camp's LATEX 
CONCRETE REPAIR* 


New ‘'Fix-it-Yourself"’ 
Kit for Homeowners. 
A Terrific Seller! 


Actual photograph of Illinois tn 
stitute of Technology job (Archi 
tect; Ludwig Mies Vander Rohe 
and Pace Associates) 

Camp's LATEX CONCRETE TOP 
Actual photograph showing PING was employed to smooth 
housewife repairing huge crack and level a damaged 
Job accomplished floor, badly blistered and pitted, 
in less than 5 minutes 18,000 sq 
ft. of damaged concrete were re 
conditioned without disturbing 
established heights 


concrete 
n lawn wall 
resulting from fire 

















@ Enables anyone to repair own 
brick, 
such as broken 


} 


stone, masonry, etc., 


@ Rough, Pitted, Trowel-Marked, 
Broken 
and Masonry can be 
smooth with a thin coat of 
LATEX CONCRETE TOPPING 

INDOORS OR OUT—the an 
those “frozen” or 
“rain-pitted” concrete sur 


step edges, 


Uneven or Concrete 


cracks in walks, wails, drive mode 
ways, silos, curbing, smooth 
ing rough surfaces, etc., quick 
ly and easily. No waste 
swer to 

@ One kit is sufficient to patch 
25 to 50 small holes or from 
100 to 300 lineal feet of small 


cracks. 


faces! 


Easy to work—-easy to apply 


Packed in drum, wt. 52 Ibs aclud 
ing 40 Ibs. of powder, | gal. can of 
Latex Mixer, One 
vunit willcover 


@ Complete 14 Ib. kit includes 
special cementatory moterial, am. 100 
1 qt. rubber latex and work. | 1/16’ thick 


ing t | 
gg inca RETAIL PRICE 


RETAIL PRICE $4.95 $10.00 


LIBERAL 
DEALER 
DISCOUNT 


LIBERAL 

DEALER 

DISCOUNT 

* are the 
Fie REPAIR te 
Over 21 Years of « PENG. th 


Continuous Service 











Floor Specialls 
The CAMP COMPANY, Inc., Dept. AL 
6958 South State Street, Chicago 21, Ill. 

Phones: TRiangle 4-4770-1-2 


Circle No. 35 on Coupon, page 80. 
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how to win new customers 
...and make more profit! 





MV 
\« 
cement 
finishers 


fy 


lathers 


dry wall 
applicators 


—7 
wn tools_ 


‘\\ co 


Two building craftsmen in every five are 


and hey 


1 “trowel trades masons, plasterers, tile setters, 
cement finishers, dry-wall applicators, lathers, tuck pointers, ete 
They buy more than a million tools a year! Professional tools — 

tools that sell for 3 to 5 times as much as the amateur 
kind. And they buy big ticket items, too! Mixers, 
scaffolding, mas 


power floots nry saws, et 


It’s big business, and profitable business for the store that handles 
their line of professional tools! And Goldblatt tools have been 
the preferred tools in the tr 
You can be a Goldblatt dealer 


for the trowel trade in your area. G 


wel trades for over 70 years! 
and make your store headquorters 
iblatt sells the only 
complete line of tools for all the trowel trades from sied runners to 
mortar mixers. You can offer them alll Write today for 
the fabulous Goldblatt catalog listing over a thousand items 
it’s the only Goldblatt salesman you'll ever see! 
We seli direct to dealers. No middlemen, no jobbers 


We'll include details on our dealer plan 


yoldblatt) Tool Co. 


Dept. L-9; 1944 Walnut, Kansas City, Mo 





DEALER INQUIRY — RUSH 


Goldblatt Tool Co., Dept. L-9 
1944 Walnut, Kansas City, Mo 
1,000 tools for the 


Send me your free catalog listing over 


Trowel Trades, plus complete details on your dealer plan 


| understand there is no obligation 
Name —— - 
Store Nome 

Type of Business — 

Address 


City State 














Visit Us of Booth Mo. 93 
National Hardwere Show, Mew York City 
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Manufacturers 
and 
Wholesalers of 


PONDEROSA PINE 


and 


ALLIED SPECIES 
LUMBER 


MOULDINGS 
and 


MILLWORK 


QUALITY MERCHANDISE 
PERSONALIZED SERVICE 


MOULDING PLANTS AT: 


* Klamath Falls, Oregon 
® Redding, California 


REPRESENTING: 


© White Swan Lumber Co. 
White Swan, Washington 


© Heppner Pine Mills, Inc. 
Heppner, Oregon 


® High Sierra Pine Mills, Inc. 
Oroville, California 


MAIN OFFICE: 
855 Santa Cruz Avenue 
MENLO PARK, CALIFORNIA 


Phone 
DAVENPORT 3-0004 


Teletype 
PALO ALTO, CALIF., 104 
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Manufacturer News 


pon 


if 


PRINCIPAL SPEAKER at Capitol's three-day dealer-distributor meeting was Pennsyl- 


vania's Governor George M. Leader 
Deposit Trust Co.; Governor Leader; 
president, Capitol Products. 


Left to right: Harper Spong, president, Dauphin 
Peter Donald, TV emcee and Eugene F. Gurkoff, 


Capitol Launches 
Fall Sales 


Combination aluminum door manufacturer celebrates 


output of one millionth unit with announcement of big 


consumer-dealer-distributor contest. 


Celebration of its 1,000,000th 
door unit and the announcement of 
a big, fall promotion contest high- 
lighted the three-day meeting of the 
Capitol Products Co. in Hershey, 
Penna., in late August. 

Attended by 275 distributors and 
dealers, the session was addressed 
by Pennsylvania’s Gov. George M. 
Leader, who announced that the 
four-year-old corporation is the 
first to produce one million combi- 
nation aluminum doors 

The fall promotion, called Cap- 
itol’s 1,000,000th Door Jubilee Con- 
test, is backed by a six-page adver 
tisement in three leading trade 
magazines, including American 
Lumberman. During December, a 
homeowner, a dealer and a distrib- 
utor’s salesman will each receive a 
1957 Ford Ranch Wagon, grand 
prizes in the contest. 


September 17, 


Promotional package. The pro- 
motional package includes: a door 
display rack, into which dealers in- 
sert the Capitol door model they 
favor; 1,000 return contest entry 
postcards ; three window streamers ; 
two reflective bumper streamers; 
assorted prepared ad mats, and pub- 
licity releases and photos for news- 
papers and direct mail 

To be eligible to win, a consumer 
requests that a dealer’s salesman 
visit his home to give an estimate 
on combination aluminum doors and 
windows. Whether the customer 
buys or not, he is eligible to fill out 
an entry card, which is mailed to 
Capitol to be included in the Decem- 
ber drawing. The lumber dealer (or 
dealer’s salesman) also signs the 
card. Both the consumer and the 
dealer on the winning card receive 
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the automobile prizes. In a separate 
drawing, the most productive sales- 
man from each distributor’s organ 
ization is also eligible to win a cat 


Lumberyard distribution. “Cap- 
itol believes the future of the com 
ination aluminum door industry de- 
pends on establishing more orderly 
channels of distribution such as is 
available through retail building 
materials’ outlets,” declared Gene 
Gurkoff, Capitol president. “This is 
one of the main goals of our na- 
tional promotion campaign.” 

Paul Hill, Capitol’s vice-president 
of sales, explained that a special 
promotional and advertising pack- 
age is being made available to lum- 
ber dealers through Capitol distrib- 
utors. Dealers pay distributors 
$100 for the package, refunded if 
the dealer spends that amount to 
promote the contest in newspaper 
advertising 


Capitol's success story. Cap 
itol Products Corp., Mechanicsburg, 
Penna., manufacturer of aluminum 
combination storm and _ screen 
doors, was established in August, 
1952. Gene Gurkoff, the president, 
began with $1,000 in cash and 
$3,500 of borrowed money. The first 
shop was in an old auto garage, 
employed seven men and produced 
about 6,000 doors in its first half 
year. 

Today, the plant is producing 
doors at the rate of 550,000 per 
year and employs 650 in a modern 
200,000 square foot plant. The firm 
accounts for about 35% of the na- 
tion’s aluminum door production 
and gross annual sales are now 
around $12 million compared to the 
$148,000 gross in 1952. 


Reasons for success. Gov 
Leader attributed Capitol’s success 
to these factors: development of 
of mass-production, assembly-line 
techniques for the manufacture of 
aluminum doors; maintenance of a 
fleet of trucks to deliver doors to 
distributors; initiation of a credit 
purchasing system in the industry ; 
recruiting of a top management 
team and acquiring established dis- 
tributors and dealers. 

“The aluminum combination door 
and window industry will continue 
at its present rate of growth,” pre- 
dicts president Gurkoff. “Only 4% 
of the homes in this country are 
equipped with aluminum combina 
tion doors and windows. We don’t 
make enough doors and windows to 
equip the homes that are being built 
right now.” 

Capitol is embarking on a $1 mil- 
lion expansion, which will add 
120,000 square feet to the plant and 
increase employment from 650 to 
1,100. Projections for next year are 
placed at $20 million; and this will 
involve production of more than 
600,000 doors and diversification 
into new product fields. 

(Industry news continued next page) 
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NEW HAR-VEY 


DOOR 
HARDWARE 


GIVES ADDED USES, NEW VERSATILITY TO 
WOOD DOORS 
MANY APPLICATIONS 
FOR EXTRA CONVENIENCE, BEAUTY AND ACCESSIBILITY 


Wardrobes « Cabinets ¢ Bars « Room Dividers ¢« “His 
’n Her”’ type closets ¢ Linen Closets « Irregular width 
Closets « Kitchen and Utility area ‘‘close-offs,’’ et 





VARIETY OF DOOR MATERIALS 


Har-Vey Hardware enables you to use doors made of 
many different materials for slide-a-fold application 
Solid wood ¢ hollow « plywood « woven wood strips in 
wood frames ¢ plantation shutters - any framed screen 
ing, fabric, glass, or plexiglas, et« 


Pee FEO 

Races fom 

Swive. MvoTsS 
omur 


wen 
HANGER 


oe 
‘ 


@ Installs in 20 minutes 

e Lasts a lifetime 

@ Balanced weight 
distribution 

e No lubrication needed 


SLIDE-A-FOLD Doors provide beauty, permanence, accessibility 
HAR-VEY HAROWARE provides smooth action, lifetime quality 
Low Cost ¢ Panels from "tol are accommodated 
by standard Har-Vey Hardware packaged sets— which 
list for 3,4, 5 and 6 ft. openings at $6.59, $7.59, 58 19 and $9.59 


For details write Dept. 9 
AMERICAN SCREEN PRODUCTS COMPANY 
GENERAL OFFICES 807 N.W. 20th %., Miemi, Florida 


Factories: California, Texas, Iinois, Indians, Floride 


Circle No. 34 on Coupon, page 80, 





FREE DISPLAY CASE 


WELDWOOD 
FLEXI.» 


Actual Size 
17” high « 1 
wide of nf 
Gisplay space 


OU sor, 
md 


Real wood veneer 
in handy rolls... 
sells right off your counter 


Weldwood 


GLEXIBLE 


Wood-Trim 


Here's a new profit item by 
Weldwood that every do-it yourselfer 
is Waiting for 

aareee re sei for edging plywood 
and Korina, Each (no more exposed edges) 
gd Bh MD hes, for decorating coffee tables, 
parent re-usable picture frames, lamp shades, 
case, Retails at waste baskets, etc., etc. 
B9c ar , 
, Wood-Trim is so flexible it easily 
\ wraps around curved or angled sur- 
faces, yet it won't readily chip, split, 
peel. All that’s needed to apply it is 
ja good wood glue like Weldwood 
Contact Cement or Weldwood Presto- 
Set™ Glue. No need for heat, irons, 
pressboards, clamps, nails 


FREE! 
WOOD-TRIM 
DISPLAY CASE 
Stacks 36 rolls «¢ 


assorted wood 
including Oak 


Fanother® 


(weldword) Heavily Advertised Nationally: ! 


\. Wizerd | 
= *Trade Mark 


ORDER WOOD-TRIM TODAY! 


Made by UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 


Cirele No, 2 


Dept. Al 9.6wT 


1 on Coupon, page 80. 
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MANUFACTURER NEWS 


(begins on page 52) 





Carl E. Berzelius has been named 
vice-president of the Bestwall-Cer- 
tain-teed Sales Corporation, Ardmore, 
Penna. The newly formed corpora- 
tion will handle domestic and foreign 
sales of the products of both the Best 
wall and Certain-teed companies. Ber 
zelius will direct sales of Certain- 
teed’s asphalt roofing and siding, in- 
sulation and paint products and of 
the Bestwall Company’s gypsum and 
paper products to the building and 
industrial fields. 


Berzelius 


Cadar Paint Corporation announces the near completion 
of its new plant in Baltimore, Md. Charles E. Caltrider, 
vice-president, will direct the marketing of the Cadar line 
of paints, varnishes, enamels and industrial finishes. John 
M. Rayfield will manage both the technical and production 
departments. 


C. K. Olson, Jr., has been elected vice-president and di- 
rector of sales of all products manufactured by the Yates- 
American Machine Co., Beloit, Wis. His added responsi- 
bility includes sales direction of a new line of heat ex 
changers recently introduced by Yates-American 


Donald R. Wagner has been appointed to the newly 
created position of sales and promotion manager for the 
Maendler Brush Mfg. Co., Inc., St. Paul, Minn. Wagner 
will have complete responsibility for directing trade sales 
and promotion activities and supervising company repre 
sentatives throughout the country from the firm’s head 
quarters in St. Paul. 


John M. Chase has joined the staff of Morrill & Sturgeon 
Lumber Co., Portland, Ore. He will concentrate in further 
developing the department for the sale and distribution of 
ponderosa and Sugar Pine and the associated species of 
lumber and millwork items. Chase was formerly manage1 
of the millwork department of Dant & Russell, Inc. 


The Mengel Company, Louisville, 
reg announces the promotion of 

. Burt McKee han to the 
aan of the door and a wood de 
partment, with headquarters in Louis 
ville. R. F. Kulmer will continue in 
his present position as general man- 
ager of the door and plywood depart- 
ment, with McKeehan assuming full 
responsibility for sales. 


post of sales 


McKeehan 


Harvey T. Anderson has been named director of sales 
at Preway, Inc., Wisconsin Rapids, Wis. He succeeds L. W 
Shaw, who recently resigned to enter private business in 
Florida, William Quinn has been appointed assistant direc- 
tor of sales, Robert J. Sanderson and Richard G. Becker 
have been named field sales managers and C. H. Babcock 
has been appointed to the new position of sales and service 
coordinator. 


William F. Styer has been named Milwaukee district 
sales manager for DeWalt, Inc., Lancaster, Penna., manu- 
facturer of woodworking equipment for industrial and 
homeshop uses. Styer’s territory includes that portion of 
the state of Wisconsin to the south of Oshkosh and the 
state of Illinois to the north of Peoria, excluding the imme 
diate Chicago metropolitan area. 


The H. L. Judd Division of The Stanley Works located 
in Wallingford, Conn., will now be known as Stanley-Judd, 
division of The Stanley Works, in line with recent changes 
in company policy, according to an announcement made by 
president John C. Cairns. Stanley-Judd produces drapery 
hardware and bright wire goods. 
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pany will be at Chestertown, Md ing as president is also official rep 
The national sales office will be in resentative for Fenestra, Incor 
Baltimore and the factory office in porated, states that a program 18 
Cleveland being planned which will enable 
those attending to examine some of 
the “Forces and Events Shaping 
Producers’ Council the Industry.” One of the principal 
speakers will be » W Antoville 


Plans 35th Meeting president, U. 8. Plywood Corp 


The nation’s largest organization Iwo conferences are awheduled 
of building material manufacturers as part of the first day activities 
and associations, The Producers’ One of these will be for all of the 
Council, Inc., will hold its annual presidents who direct activities of 
fall meeting September 25-26 in the Council's 38 chapters located in 
Cleveland, Ohio, at the Wade Park the major cities of the nation; the 
Manor hotel, reports the organiza second is a Market Research Con 
tion’s national president, William ference, which will explore ways of 
Gillett attaining more complete and accu 

OPENING of a new concrete forming Gillett, who in addition to serv rate construction statistics 
equipment plant in San Leandro, Calif 
represented a major expansion of its west 
coast operations by Symons Clamp & 


Mfg. Co., Chicago. The new San Leandro 
plant has 12,000 square feet of factory 
space, plus a half acre of property for a epen Q e Ource 


rail spur and storage facilities 
Af OF WELL MANUFACTURED 
ip? SEASONED 
Puts Spotlight on i +4444 AND GRADED 


4. LAKEVIEW, OREGON 4 


Its Futura Line Be a ot Vee ° LUMBER AND 
Futura, newest member of the ay 7 S ’ htt caaeere / LUMBER PRODUCTS 


Penn-Akron line of locksets, match 

ing knobs, hinges and pulls, will be | agg 

introduced to the trade for the first i! / In addition to our own 
: @ REDDING 


time by the Woodside, N. Y., manu- 1 
en eee 2 ee ! 12 sawmills, Tare 


facturer at the National Hardware | ; fh / 
Convention, New York City, Octo- | Babes * ore actively engaged 


ber 1-5, Booth 7-8. It also will mark , ee) {UKIAH ty 
the first full complete showing of | ey FORESTHILL 
all the Penn-Akron hardware lines ” * f 
since the merger between Penn MEA ; OMO RANCH @ fy 


@ HAYFORK , 


; in the procurement and 
distribution of all West 


ardware Co. ¢ Akr ardware : WESTP 
Hard are o. and Akron Hardware ; TOYON @@ WESTPOINT Coast lumber products 
Mfg. Corp. ’ T 


\ 


o I 
WILSEYVILLE @ . 
WHITE PINES\ and maintain buying 


OAKHURST @ ij offices in producing 


F. C. Russell Announces ) vs or * = 


“ NORTH FORK areas to give the trade 
New Rado Corporation 


@ FRESNO 
complete one-call 


The formation of a new company 
to be known as The Rado Cor 
poration is an- 
nounced by te 
Frank C. Rus- J 
sell, founder of R 
the F. C. Russell nea | NV 
Co., manufac " ay ‘ ; t 
turer of {usco . nu 4 ; 
combination | a, © SAN BERNARDINO 


balanced service. 





screen and 
storm sash, ja 
lousies and awn 
ings. This new Russell 

company will market, on a national 
basis, the Rado-Matic garage door 


operator, a device which opens and 4 ( ‘ s was ~ LUMBER DIRECT FROM OUR 


closes an overhead garage door 
electronically—-merely by pressing — HIGH SIERRA MILLS TO YOU 
a button on the car dash ' “ ™ 
Secause of a number of construc 
tion and operating features, Rado 


Matic can be installed easily and at Tanrern.Wensten & Jounson, ine. 
nominal cost on any overhead ga PO BOX 3498 

rage door—even the door on a San: Srancions 46, Cotten Wr) 
double garage reports tussell PRospect 6-4200 Teletype SF 211 


Executive offices of the new com 
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Big news 
from FLINTKOTE! 


the self-sealing, hurricane-resistant 


EAL-IAE 


—a brand-new shingle with a 
brand-new idea that means new 


customers, new profits for you! 


Now Flintkote research and production skill has produced another 
superior product — one that’s exciting news for you, your men, your 
customers and home underwriters. Its the new SEAL-TAB* Strip 


Shingle with these outstanding features— 


O seats ITSELF DOWN ) TROUBLE-FREE APPLICATION 


‘ 


Each SEAL-TAB Shingle has 
a strip of carefully selected 
Flintkote-developed adhe- 
sive factory-applied on the 
underside of the shingle butt. 
Phe sun’s heat bonds SEAL- 
TABS together to produce a 
completely integrated rool, 
so tightly bonded that even 
winds of hurricane propor- 
tions can’t lift the tabs! 
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The exclusive Flintkote alu- 
minum strip retards the ac- 
tion of the adhesive until it 
is needed. In addition, this 
aluminum strip keeps the 
shingles free in the bundle... 
they do not have to be broken 
apart on the job. A SEAL- 
TAB roof is quick and easy 
to apply, guarantees greater 


customer satisfaction. 













































































t Wf 


lll ' 


Ask your Flintkote Representative to show you the new SEAL- 
TAB Strip Shingles today. They are available in a wide variety of 
beautiful colors. For complete information write: The Flintkote 
Company, Building Materials Division, 30 Rockefeller Plaza, 
New York 20, New York. 


{4s soon as the editors and designers of “Best in the House” sau 
the new Flintkote SEAL-TAB Strip Shingle... they decided to 
use it on the roof of their model home. So your customers will se¢ 
and read all about this new Flintkote material in the “Best in the 
House” advertising feature, in the October issue of GOOD HOUSE. 
KEEPING. Be ready when the demand starts 


*Al { at 





| O84 Midna to 
oie V0 OF 


i % 
* Guaranteed by 





FLINTKOTE 


Onigincilor of the Asphalt: Strip Shingle : 
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LUMBER COMPANY 
INCORPORATED 1921 
ABERDEEN, WASHINGTON 


Manufacturers and Distributors of 


WEST COAST WOODS 


Douglas Fir, Hemlock, Ceder, 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Harbors 
is geared to provide fast, 
experienced and complete 
information regarding place- 


ment of your order, 


BRANCH OFFICES 


CALIFORNIA 
Eureka 
Menlo Park 
Los Angeles 


OREGON 
Portland 


NEW YORK 
New York City 


MASSACHUSETTS 
Medford 


aa 
- = 
4 


~ 
/7 MAIL THIS >, 
/COUPON TODAYIN, 


TWIN HARBORS LUMBER Mt aad 
ABERDEEN, WASHINGTON 


i'd like proof ef your quality end serv. 

jee, Send nome, addrem of my nearest 

Twin Herbers whelesaier or salesman. ° 
’ ; 


an eng a NN came gee 
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Faced with the problem of pro 
tecting steel-strapped spruce from 
the weather, Great Lakes Distrib- 
uting Corp., South Bend, Ind., de- 
veloped what its board chairman 
J. F. Donahue refers to “con 
tour sheets for lumber packages. 

These are merely large sheets of 
heavy, water-resistant paper cut to 
specifications and imprinted with 
the firm’s name. With these sheets 
Great Lakes makes up standard 
size bundles 60” wide and about 
36” high. Two-inch dimension is 
stacked 12 high and stickered. 

After the lumber has _ been 
strapped, the wrapping is applied 
over the entire bundle and nailed 
down with battens. Since all sheets 
are cut to size and all bundles the 
same size, cutting of paper is 
required 

Previously, Great Lakes tried 
placing the steel strapping over the 
paper. In some instances water 
seeped into the packages. Custom 
ers are pleased with the packaging 
system and Great Lakes is carrying 


as 


no 


“CONTOUR SHEETS", developed by Great 
Lakes Distributing Corp., South Bend, Ind., are 
used by the firm to protect lumber packages 
from the weather. 


on further tests into the possibility 
of reusing the wrappings and re 
placing battens with strips of 
heavy paper and staples 


DISTRIBUTORS ANNOUNCED 


Appointment of Kitchen Supply 
Distributors, Green Bay, Wis., as a 
Republic Steel Kitchens distributor is 
announced by C, E. Howes, general 
manager of sales for Republic Steel 
Corporation’s Berger Div. Located at 
730 Main Street, the distributing com- 
pany will serve dealers and builders 
in the Green Bay trading area. 


Republic also reports the appoint 
ment of Mardick Distributing Co. as 
distributor for Republic Steel Kitch 
ens in the Joplin, Mo., trading area, 
which includes 10 counties in Missouri 
and adjoining portions of Oklahoma, 
Kansas and Arkansa Mardick, lo 
cated at 521 Virginia Ave., Joplin, will 
stock complete inventories of Republic 
Steel Kitchens 


J. M. Kuebler Co., Wausau, Wis., 
has been named distributor in Wis 
consin for the General Bronze Alwin 
tite line of combination storm win- 
dows and storm doors. In making the 
announcement, General Bronze Corp., 
Garden City, N. Y., reports J. M. 
Kuebler Co. will distribute Alwintite 
twin channel combination storm win 
dows, a new Alwintite horizontal slid 
ing storm window and the latest im 
proved Alwintite combination storm 
door Kuebler Co. will offer these 
units completely assembled and at- 
tached to its standard line of prime 
double-hung and gliding wood win- 
dows. 


September 1 


oo 


Harbor Plywood Corp., Aberdeen, 
Wash., announces the appointment of 
Interstate Lumbermen’s Supply Co., 
with warehouses in Trenton and New- 
ark, N. J., as distributors for its ply- 
wood lines. Particular emphasis will 
be placed on Harbor’s nationally ad- 
vertised Harborite overlaid fir ply- 
wood, according to Theodore Merrill, 
president of Interstate 


Wholesaler Shorts 


Midwest Plywood Company, whole- 
salers and importers of plywood and 
flush doors, has moved into its new 
building at 514 Dellrose Ave., Dayton, 
Ohio, reports Sam Ferguson, manager. 
The newly constructed offices and 
warehouse allow Midwest to provide 
a larger warehouse stock and more 
efficient service 


Robert N. Kelly, for the past six 
years sales manager of M & M Wood 
Working Co., Portland, Ore., has be 
come a vice-president and sales man- 
ager of the Douglas Fir Plywood and 
Sierra Plywood distributors in San 
Francisco. The sales organization is 
directed by William C. Ulett, presi- 
dent, and has contracts with 
various Oregon plywood firms, notably 
the Coquille and Bandon plants re- 
cently acquired by Textron, Inc 


sales 
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Obituary 


Robert Reeler Grant, 35, man- 
ager of the Davidson Plywood 
and Lumber Co., San Francisco, 
Calif., drowned while skin-diving 
July 22 just south of Carmel. 
The accident occurred at San 
Jose Creek Beach when Grant 
became enmeshed in heavy sea- 
weed 50 yards offshore, 











Sash & Door Jobbers' 
Annual Meeting 


The Northern Sash & Door Job- 
bers Association will hold its 15th 
annual meeting, Oct. 8-9-10, at the 
Shoreham hotel, Washington, D. C. 

Highlighting the business pro 
gram will be a panel discussion 
covering activities relating to the 
retail lumber dealers. H. R. North 
up, executive vice-president of 
NRLDA, will act as moderator. 

Room reservations may be made 
by writing directly to the associa- 
tion at 30 North LaSalle St., Chi 
cago 2, IIl. 


Ready Hung Door Adds 
Indianapolis Distributor 


Midland Building Industries, 
Inc., Indianapolis, Ind., recently 
became the 25th firm licensed to 
assemble and distribute Ready 
Hung Doors. The firm has been a 
leading jobber of millwork since 
1889. 

Ready Hung Door, a unit having 
completely assembled all materials 
used in an interior door opening, 
is a product of the Ready Hung 
Door Corp., Fort Worth, Tex. It is 
designed to enable builders to 
install all of the doors in the aver- 
age house in one-half day. In addi 
tion to the Indianapolis firm, Ready 
Hung Doors are available from 
jobbers located in 24 cities through 
out the U. 8. 


vr 


PERSONNEL of Midland Building Industries, 
Indianapolis, observe a demonstration of pre 
cision equipment used in the manufacture of 
Ready Hung Doors by Ed Guerrant, presi- 
dent of Ready Hung Door Corp. 
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IN WALL PANELS 
its the 


Quality construction is important — sure! But in wall panels, its the 
Surface that Sells! And FineWood means not only quality con 
struction, but also the finest, most beautiful surfaces of any Pre 
Finished Hardwood Panels! One wall or a room paneled with 
FineWood precedes all else in ao perfect setting for future decor 
and furniture 

FINER CONSTRUCTION Even back and center veneers ore 
specially selected to guarantee a permanent glue bond assuring a 
perfect face surface always 

SPECIAL PROCESS FINISH FineWood's exclusive finish con 
tains basic ingredients that enhance the lustre and stability of the 
panels, making them resistant to moisture. In addition the natural 
color finish gives added beauty ond prevents any change in color 
and texture 

GREATER VARIETY Nine select hardwoods—Birch, Maple, 
Mahogany, Red Oak, White Ook, Sycamore, Walnut, Cherry, and 


Limba. Other special woods available on request 


ONLY GENUINE FINEWOOD 
PANELS BEAR THIS SEAL 


DULANEY PLYWOOD 


CORPORATION 
1401 SOUTH 12th ST. 
LOUISVILLE 10, KENTUCKY 
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3’WAY PROMOTION 


Helps you sell more Kaiser Aluminum 


eeeee eee eeeneeeeeeeeeeeeeeeeeeeeneeeeeeeeeeeeeeeeeeeeeeeeeeeeeeneeee Ceeeeeeeeeeee 


You and your store will be on the cover of these direct 

mail pieces when you become a Kaiser Aluminum Farm 

eee © Roofing Dealer. Each mailer includes a timely newsletter 
4 


of special interest to your best prospects. You provide a mailing 
list of selected customers—we provide postage and all printing 


and mailing. 


Farm Service Bulletin 


JOHN Smity 
LUMBER co 


000 Main STREEY 
ANYTOWN 





GEORGIA 


. 
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Kaiser Aluminum Agricultural Research Service 

Dealer Service Division, Room 7956 

1924 Broadway, Oakland 12, California 

Please send information on Kaiser Aluminum Roofing 
and Siding, and include details on the advertising pro 
gram 


PUT THIS 3-WAY PROMOTION PROGRAM 
TO WORK FOR YOU. 
MAIL THIS COUPON TODAY! 


NAME 


See “THE KAISER ALUMINUM HOUR” « It will help 
you sell Kaiser Aluminum Roofing + Aiternate Tuesdays 
NBC Network + Consult your local TV listings 


ADDRESS 


CITY STATE 


Pete ewe ee eee es = 
Ree ee ee eee ee 
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ogressivé Farmer 


Farm Journal 
and COUNTRY Gt “S AN 
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Farm Roofing! | r 


National and local ad- 
vertising! Big consumer 
@ and farm magazines — like 
Farm Journal, Progressive Farm- 
er, Farm Quarterly —consist- 
ently sell advantages of Kaiser 
Aluminum Farm Roofing . . . the 
modern roofing that’s light, strong, 
easy-to-handle, rot-proof and forever rust-free. Also ads 
in local newspapers and local radio commercials reach 
prospects right where you do business. 


TheFarm 


Free Display Rack and farm building 

plans! Sturdy, wire-frame display rack fits 

on counter or wall... permits fast, cus- 
tomer selection from eleven building plans. Most 
feature low-cost, pole type construction and show 
in detail how easy it is to build with Kaiser Alumi- 
num Farm Roofing. You get the rack and a com- 
plete set of plans free! 


kaiser Aluminum 


the quality roofing for better farm buildings 


Kaiser Aluminum Roofing and Siding * Shade-Screening * Roll Valley Flashing 
Welded-Clad Irrigation Pipe * Electrical Building Wire and Outdoor Farm Wire 


But_pInc Propucts M&RCHANDISER Circle No. 36 on Coupon, page 80. 
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THE LUMBER MARKET 


See High Output 
Continuing at Tacoma 


TACOMA Despite considerable 
talk that lumber and plywood mills 
are considering additional output 
curtailment in an effort to halt the 
declining prices that have been evi 
dent for several months, mills in 
this area continue to saw wood and 
camps still are cutting logs. Much 
of this is for winter requirements, 
because the current market admit 
tedly is not good. The for 
this is a key question 


cause 


Some operators blame the slow 
ing down of home building for the 
weak demand. Others attribute it 
to an expanding mill capacity, 
which they feel was not justified by 
market requirements. Plywood re 
portedly is now selling for $72 for 
key 44" thick A-D grade, compared 
to $76 formerly. This is the same 
price that prevailed almost three 
Years ayo 


Demand for such publicly owned 
timber as is being auctioned con 
tinues to be good. Sale of two tracts 
of timber in the Gifford Pinchot 
National Forest near Morton for 
more than $500,000 was announced 
The Packwood Lumber Co. pur 
chased 3,200,000 feet, appraised at 
55,520, for $151,200 


SOD 
The | 
poration of 


nited States Plywood Cor 
Seattle was successful 
bidder for 18,000,000 feet, ap 
praised at $264,780, for $393,840 
The latter firm also was the success 
ful bidder for 15,600,000 board feet 
of Olympic National Forest timber 
for $441,375. This was approxi 
mately $117,000 than the 
minimum acceptable amount 


The federal government has an 
nounced it will sell approximately 
120,000 board feet of Olympie Na 
tional Forest timber in September 
The state has announced that it will 
sell timber appraised at more than 
$3,500,000 at public auction Octo 
ber 2, Most of the timber is in 
King, Cowlitz and Klickitat coun 
Lies 


more 


Fir Slow Moving 
At San Francisco 


SAN FRANCISCO—The lumber 
market in the Francisco bay 
area is reported to be “dumpy” with 
Douglas fir and 
pine slow moving. Utility and econ 
omy grades much as $4 
with a $4 to $5 spread in the asking 
At least two fir mills are 
shut down. Douglas fir, 2 and Btr is 
selling in the bay area for $84 
Douglas fir studs, 3 and Btr, $72 
delive red 


San 
common grades of 


down as 


pri Cs 
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Immediate shipment is not being 
promised, but on a two or three 
week wait any quantity can be had 
at those prices 


Pine has also dropped $4 or more 
The air-dried mills which can com 
pete only in the dry, summer season 
are unloading everything they have 
and will until the rains come. Typi 
cal quotations: 1x12 common, 2 and 
Btr, selling from $120 to $124 in 
the area; 1x12 common, 3 and Btr, 
selling from $80 to $85. 


There seems to be buyer resist 
ance to former prices and the cus 
tomers are dictating prices within 
the $4 spread. Redwood is generally 
holding firm, only reflects the de 
crease in the whitewoods where 
there could be a choice of materials. 


Prices Falling 
In Seattle Region 


SEATTLE The price 
downward as shown in 
dimension which in the past 
night has dropped $2 to $3. Tight 
money and smaller housing starts 
is blamed for the weak demand 
Many think that when the present 
round of home building is com 
pleted new financing may ease 
somewhat. In the meantime pro 
duction continues high. A puzzle to 
the trade is the steady and firm 
prices of logs which are still pegged 
at figures of last spring despite in 
creasing inventories and lack of 
lumber demand. Green fir dimen 
sion has receded $10 from the high 
figures, while logs have remained 
the same. 


trend is 
yreen fir 
tort 


Plywood has improved as to vol 
ume sales but not in price. Upper 
fir and hemlock items are steady 
Hemlock dimension is weak and 
hard to pinpoint. Transits are fair 
ly active but prices are not strong 
Shingle prices are holding but the 
market is soft Perfections are 
hard to buy. The California mar 
ket, which has been good all sum 
mer, has finally slowed up. Cedar 
siding lists are the same but there 
is much selling below list. Pine and 
Engelmann spruce prices are soft 
and some declare there are no prices 
which can be said to be the market 


Stable Market 
At Kansas City 


KANSAS CITY—A good balance 
between supply and demand was 
evidenced in the southwestern 
lumber markets during August 
Demand slipped somewhat, but at 
the same time production was off, 


Septembe r 17 P 


7 


and the result was a fair sem- 
blance of stability. Prices held 
steady in most grades with the ex 
ception of finish, which showed 
marked irregularity and wide dif 
ferentials 

The weather was ideal for pro 
duction and shipments, but a con 
siderable amount of production 
has been taken out of the area as 
result of the closing of the “peck 
erwood” mills which supplied con- 
centration yards with lumber. Due 
to the boost in minimum wages 
and the high going rate for stump 
age, many of the smaller mills 
have been unable to produce a 
realization that warranted staying 
in business. 

Retailers still are sticking to a 
policy of hand-to-mouth buying, 
and orders are for mixed 
Some mills ascribed the conserva 
tive buying to several reasons, 
chief of which is the belief that 
prices may ease because building 
activity is not increasing in the 
home field. Also, the plywood mar 
ket has been weak and this may 
spill over into the yellow pine 
lumber market. 


But mills are not building up 
inventory, either, and there are no 
surplus stocks around, possibly 
with the exception of the upper 
grades of finish. A shortage has 
developed for 2 x 10 dimension in 
lengths over 14’. Mills quoted No. 
2 boards, 1 x 6 at $84 to $85, which 
is about the same price as listed 
a month earlier. On 1 x 8, the 
price was $86 to $87. In dimen- 
sions, the 2 x 6’s were priced at 
$87 to $88, and 2 x 8’s also showed 
the same quotations. Finish, C & 
Btr. ranged from $140 to $165. 


cars. 


Free Trip to NRLDA Exposition 


Just write us your best example of 
that paid off at the 
No limit to number of 
entries or number of words. Mail your 
entry today to: Art Hood, American 
Lumberman, 139 North Clark Street 


related selling 


cash register. 


Chicago 2, Ill 


sildllil 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as «4 
check on purchases made approximately ten days before receipt of the magazine 


DOUGLAS FIR 
Vertical Grain F coring 


Fiat Grain Flooring 


Drop Siding 


Ceil ng 


x4 


Boards and Shiplap and 2" (Green) 


Construction Dimension 


Standard Dimension 
“4 é 


é AR 


Utility Dimension r/! only 


CEDAR SHINGLES 


Royals 
No. | 
N ? 


Perfec tions 


WESTERN RED CEDAR 


Prices for red cedar siding In mixed cars, 
bundling 5’ to 15’ are 
Beveled Siding, '/, inch 


100.00 
9.00 
30.00 


Clear Bungalow Siding, % inch 
8 inch 179.00 165.00 
0 } 190.00 195.00 
12 k 220.00 215.00 
Finish, B and Btr, $2 or 45, 
6' to 16° or rough 
lx 
Cealing or Flooring, 8 and Btr, 
3’ to 16° or longer 
8 & Btr Cc 
1x3 5.00 125.00 
14 45.0 145.00 
Discount on mouldings 6' to 20’ odd lengths 
Series 8 000 
sting 
sting 2.0 
Clear Lattice A x 1% 
00 lin, ff 


WESTERN PINES 


Ponderosa Pine 


Commons, $2 or 45 


x8 R 


idaho White Pine 
Selects $2 or 4S 


ABrr. R 
ca 


Commons, $2 or 4 


ix 6 


Sugar Pine 
Selects $2 or 45 


Clear Plain 


Se! Plain 


#2 Com 


tt! Com 
Shorts 


SOUTHERN PINE 


Vertical Grain Flooring 


Flat Grain Flooring 


é 


Drop Siding 

Boards & Shiplap 

No. | Dimension (Dense) 
‘4 y ~ 


J 


f 


No. 2 Dimension 


REDWOOD 
Bevel Siding 


> >> >>> >>> > 


< 


WESTERN HEMLOCK 


Vertical Grain Flooring 
BAB 


x4 150.00 


Flat Grain Flooring 
ix4 136.00 130.00 
x6 140,00 135.00 
Drop Siding 


ixé (Pat. 2106) 136.00 130.00 
ine (Pat. site 135.00 145.00 


Ceiling 
Yyx4 110.00 105.00 
x4 115.00 110.00 


Boards and Shiplap and 2" (Dry) 
eb ix8 ix!0 
Construction 74.00 76.00 75 00 
Standard 67.00 69.00 47.00 
40.00 42.00 §2.00 


Dimension 


Standard Dimens 


ENGELMANN SPRUCE 


Boards and Shiplep (dry) 
‘ 
¥ 


72.060 
10.00 
4.00 
75.0 
74.00 46 6% 
Mills are now grading boards No 2 and 3 com 
mon. Millis do not grade out No. 3 dimension 
as in fir 
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HOME finds 


new friends 


for you 


Any lumber yard can advertise the various items 
it stocks. But, to attract homeowners, your best 
prospects and biggest market, you'll do better by 
advertising the finished home improvement pack- 
age. Here’s the helpful, friendly way to win new 
customers: 

Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 

HOME holds great interest for all families— 
those who prefer contractor help as well as those 


yh BAty 


Circle No. 16 on Coupon, page 80. 











who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 

Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 11¢ per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000D, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois 
FInancial 6-5380 


( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de 
tails on the new homeowner mailing list service 

Business name 

Street 


City Zone State 


Your name 
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Hot-Food Server for Home 


A new home appliance which is said 
to keep entire meals hot and tasty 
for hours without of flavor or 
appearance is announced. The Toast 
master Hot-Food Server is a_ two 
drawer, stainless steel, electric warm 
ing unit, which can be built right into 
kitchen cabinet bases. A moisture 
control dial raises or lowers a stain 
less steel cover on each drawer. When 
set at “Moist” position, the cover fits 
tight, sealing the natural moisture 
from the foods right in the drawer. 
A handy instruction tray is built into 
the top showing the recommended 
moisture and temperature control set 
tings for different foods. The Hot- 
Food Server operates on a 110 volt 
circuit. Toastmaster Products Div., 
McGraw Electric Co., Dept AL, 
Elgin, Il 


Circle No. 201 on Coupon, page 580 
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New Multi-Colored Lacquer 

A new lacquer 
of white, gray and brown flecks, which 
produces a multi-colored effect when 
sprayed over regular finishes on walls, 


emulsion composed 


woodwork, furniture, etc., is an 
nounced. The varicolored paint prod- 
uct, to be known as Pittsburgh Spat 
ter Finish Lacquer, requires no com 


BuitpInGc Propucts MERCHANDISER 


plex equipment or spray techniques 

for application, it is said. Pittsburgh 

Plate Glass Co., Dept. AL, 632 Fort 

Duquesne Blvd., Pittsburgh 22, Penna 
Cirele Ne. 202 on Coupon, page 80 


Dual Track Hardware 


New Scottie Series 2050 dual track 
sliding door hardware is offered in 
one complete package with track, 
hangers and guide for both %” and 
1%” by-passing doors. Series 2025 
for 1” and 1%” by-passing doors is 
also available. One-inch Nylon wheel: 
assure quiet, trouble-free operation; 
adjustable automatic grip-lock hang 
ers are identified for use with each 
series. Kennatrack Corp., Dept. AL, 
P. O. Box 677, Elkhart, Ind 
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Automatic Gun Tacker Kit 


Called Arrow’s Special Nailing Kit, 
the striking two-color package has 
been designed to simulate a tool chest 
Convenient handles emphasize its pro 
motion as a “handsome carry-gift 
carton.” The box opens to show a dra 
matic display message inside: “One 
Squeeze and You've Nailed It!” The 
kit contains Arrow’s all-purpose T-50 
Automatic Gun Tacker, a supply of 
5,000 staples in four different sizes 
and a steel staple remover, each pack 
aged in its own regular stock box so 
that units may be removed and sold 
separately if desired. Arrow Fastener 
Co., Dept. AL, 1 Junius St., Brooklyn 
12, N. Y. 


Civele Neo. 204 ou Coupen, page 80. 


Reglazing Kit 

Fletcher-Terry Co. announces a 
handy kit containing six reglazing 
tools, including an electric putty soft 
ener, a glass cutter, a device for easily 
driving “diamond” points into the 
sash, a putty knife, a can of glazing 
compound and a unique little tool for 
scraping off excess paint on the glass 
A small booklet completes the kit, 
which describes in simple terms each 
step of the work. The Fletcher-Terry 
Co., Dept. AL, Fore tville, Conn 


Cirele Neo. 205 on Coupon, page 80 


New Window Finish 


Fenestra, Inc., announces the devel 
opment of a new steel-window finish 
ing process that is said to eliminate 
the need for painting. The process, 
named Fenlite, is being carried out in 
the company’s Detroit plant. It is 
claimed that the new finish protects 
the steel with an alloy-bonded, high 
luster, zine surface, providing a bright 
and highly corrosion resistant finish 
Fenestra, Inc., Dept. AL, 3109 Griffin 
St., Detroit 11, Mich. 


Cirele No. 206 on Coupon, page 80 


“Safety” Door Stop 
A flexible door 


stop consisting of a 
rubber-tipped coil spring mounted on 
a small base for baseboard applica 
tion, Sargent’s new No. 205 ia said to 
provide protection for doors and hard 
ware without the danger of rigidity 
Completely flexible to within %” of 
the base, the new door stop is claimed 
to be trip-proof and presents no inter- 


(continued on next page) 
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ference to vacuum cleaning. It is 
made of durable steel and finished in 
brass or nickel. Sargent & Co., Dept 
AL, New Haven 9, Conn 


lirele Ne, 207 on Coupon, page 80 


Acoustical Formboard 

Designed for use with lightweight, 
poured-in-place roof decks, Acoustical 
Formboard is composed of %” layer 
of asphalt-impregnated Temlok fiber- 
board laminated with a vapor-perme 
able adhesive to a %” layer of Arm 
strong Cushiontone acoustical mate 
rial. The random perforation pattern 
gives the material a noise reduction 
coefficient of .55 and adds a decorative 
note to the ceiling, it is said. Fur 
nished with a tongue and groove joint 
on the short sides, it requires no 
splines or cross tees. Armstrong 
Formboard 1s available in 24” x 48” 
size, 1” thick, Armstrong Cork Co., 
Dept. AL, Lancaster, Penna, 

Civele Ne. 208 on Coupon, page 10 





For All-Weather Use 


A new sliding glass door with 
double weatherstripping and inter 
locking construction has been de 
signed for all-weather use. Single or 
double doors are available up to 48” 
in width, which interlock with glass 
yicture walls of any size, it is said. 
‘late glass, Thermopane or Twindow 
insulating can be used. Doors are 
supported from the top and glide on 
ball bearings. Sereens are carried on 
an outside track Fleet of America, 
Inc., Dept. AL, 1967 Walden Ave., 
Buffalo 25, N. Y 


Civrele Ne. 20° on Coupen, page 80 
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Add-a-Tool Box 

Sunbeam dealers are offering a de 
luxe tool box that has special fitting 
for both Sunbeam Drillmaster and the 
new Electric Hand Saw. The roomy 
tool box also has ample space for 
additional tools, which can also be 
added. Partitions in the Add-A-Tool 
Box separate any drill accessories. It 
is of heavy gauge steel throughout 
and has reinforced corners for greater 
strength. For a limited time, Sun 
beam dealers are offering the new 
Add-A-Too! Box with either the Sun- 
beam Drillmaster or new Electric 
Hand Saw at a special new introduc- 
tory price. Sunbeam Corp., Dept. AL, 
5600 W. Roosevelt Rd., Chicago 50, 
Ii! 
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Do-It-Yourself Steel Garage 


A new line of highly styled do-it- 
yourself steel garages is now being 
offered. These fire-resistant, warp 
proof, weathertight garages are avail 
able in l-car, 1'e-car and 2-car sizes 
and come equipped with an all-steel 
sectional overhead type door with 
lock. Only simple hand tools are said 
to be necessary to assemble these 
packaged garages, which come com 
plete with all hardware, fastenings 
and easy-to-follow diagrammatic erec 
tion instructions, The Steelcraft Man 
ufacturing Co., Dept. AL, 9017 Blue 
Ash Road, Rossmoyne, Ohio. 

Cirele Ne. 211 on Coupon, page 80, 
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Packaged Garage Door Frame 
All frame parts of the Crestline 
packaged garage door frames are pre- 


cut, packaged and labeled for imme- 
diate use. Available for 9 x 7’ and 


September 17 


16’ x 7 doors. Manufactured from 
ponderosa pine and treated in accord- 
ance with NWMA standards, it is 
said. Takes beautiful finish. The Sil- 
crest Co., Dept. AL, 100 Thomas St., 
Wausau, Wi 


Circle Ne. 212 on Coupon, page 80 


Folding Screens & Cafe Doors 


Decorative folding screens and cafe 
doors offered by Woodcraft are made 
of %” clear western pine with simu- 
lated louvers. Each unit is delivered 
complete with double action brass 
hinges. Screens are assembled, in 
three, four and five panels wide in 
64” and 72” high, Cafe doors are avail 
able in 30”, 32” and 36” widths. Wood- 
craft also offers a large and complete 
line of %” interior window and door 
shutters, movable or stationary slats 
Woodcraft Quality Shutters, Dept. AL, 
1190 Pershing Circle, West Englewood, 
N. J. 


Cirele No. 215 on Coupon, page 80. 


Ping Pong Table Legs 


Essco Industries announce a Ping 
Pong table leg, a new type of wood 
do-it-yourself furniture or table leg. 
The No. 29 Ping Pong table leg is 
unfinished, square tapered, heavy- 
duty to assure long life and complete 
with heavy attachment bolt installed, 
a strong all-steel attachment bracket 
and screws. It is also said to be ideal 
for picnic tables, card tables, banquet 
tables, etc. The legs are a natural 
companion item to plywood table tops, 
reports the manufacturer. Essco In- 
dustries, Inc., Dept. AL, Maritime 
Building, Seattle 4, Wash 

Cirele No, 214 on Coupon, page 80. 
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Bolta-Wall Omega Pattern 


Omega, a new pattern featuring 
a small “greek letter” motif on a STANLEY id d 
tweedy-textured background is now ar ware 
available in Bolta-Wall vinyl wall 

covering. Available by the yard only, 

Bolta-Wall Omega is designed for use 

in homes, offices and _ institutions 

where a modern, decorator appear 

ance is desired. The colors are two 

toned with the “greek letter” design 

in a lighter shade of the background 

color. In addition to the new Omega 

pattern, Bolta-Wall is available in 

textured Bamboo, Mahogany, Leather 

grain, Tatami and Georama patterns 

Bolta Products Div., The General Tire 

& Rubber Co., Dept. AL, Lawrence, 

Mass. 


Cirele No. 215 on Coupon, page 80 


Privacy Locks for Motels 

Challenger Lock Co. announces a 
new lockset designed specifically for 
motel and hotel use. A pushbutton 
inside the knob only needs to be de- | e e ° 
pressed by the room occupant to ren- | Th | d a h d 
der all keys inoperative except the is 5 ‘ ing oor ar ware 
emergency master key, it is said. This 6 
new lock design features a pin which Fy ft 
protrudes from the knob when the | se a twice as as 
door is locked from the inside. Avail 
able in all knob designs and standard 
finishes. Challenger Lock Co., Dept 
AL, 4865 Exposition Blvd., Los An 
geles 16, Calif. 

Circle No. 216 on Coupon, page 80 It’s the 2800 —the only sliding door hardware with 
both these important features 


#1 BEST FOR DEALERS — 2800 fits both %” and 
1%” doors. Sell the same track, hanger, floor guide for 
either width. You get double turnover, half inventory 


+ 2 BEST FOR BUILDERS — For vertical adjustments 





Simply turn machine 
screw on hanger. 


No need to loosen door 
screws at any time 





All-Steel Rotary Mower 
7s aoe Midland am d ~——e i It’s the ideal hanger, part of the most profitable and ver 
ee ere Semen Wien Seen satile sliding door hardware you can carry! 


front chute and staggered wheel de . , ’ 
sign. Features include ball bearing Stanley facia sets are also available, plus the world’s 


wheels, detachable tubular handle largest selection of trim — and it’s all priced to compete 
and suction lift blade. The deck is ; 
specially designed for end-trim and 
side-trim close to shrubs, flowers. 
Deck, blade and chute are also de- 
signed for finest mulching action. The 
mower is available in four models. 
The Midland Co., Dept. AL, 1200 : LEY 
Rawson Ave., South Milwaukee, Wis 
Cirele No. 217 on Coupen, page 80. 
(continued on next page) 
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Bendix Mouldings Help 


Make the Sale! 


The house you ore building will sell 
quicker, when you add that extra quality 
touch with genuine BENDIX CARVED 
MOULDINGS on closet shelves, mantels, 
flush doors, wall ponels, cornices or as 
crown mouldings and chair rails. 


The elegance and glamour of BENDIX 
MOULDINGS have especial appeal to 
women, who are all important in the 
home buying decision, 


IN STOCK FOR IMMEDIATE DELIVERY 


? Iding s | 


192 LEXINGTON AVE. NEW YORK 


Write for fully illustrated 
catalog No, 977 





Circle No, 61 on Coupon, page 60. 











WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood of plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
Mt WORKS BETTER 





Most dealers report: 
“Our sales of Dur- 
ham's Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
Jurham’s Rock- 
Hard Water Putty 
ives you by far the 
vest profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly Kany patching mate sale may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty tn not shrink. Absolutely 
not, It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
slay. Available in 25, 50, 100-lb. drums for 
ndustrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Circle No. 82 on Coupon. page 60. 
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Overhead Door Lights 


Glamorizing overhead doors inex 
pensively is the purpose of the new 
Visador prefabricated light inserts for 
garage and other types of overhead 
doors. These new overhead door lights 
are said to be built of quality hard- 
woods with mitered moldings and 
firmly secured at the corners for rigid 
construction, There is no extra charge 
for special sizes, according to the 
manufacturer, who reports that many 
designs of individual creation are 
available. Visador Co., Dept. AL, 8500 
Sovereign Row, Dallas 1, Texas. 


Cirele Neo. 239 on Coupon, page 80 


Darra-James Power Tools 


Toolkraft Corp. is introducing a 
new group of woodworking machines 
to be known as Darra-James Moter 
Tools. Designed with built-in motors, 
three Darra-James MoterTools will 
be available and are ready to plug in 
and operate. Each machine is fur 
nished complete with timing belt, pul 
ley, General Electric motor, cord, 
plug and switch, The three machines 
include two bench-model &” tilting 
arbor circular saws and a 4'%” jointer 
featuring parallel motion. Toolkraft 
Corp., Dept AL, Plainfield  St., 
Springfield, Mass. 


Cirele Ne. 240 on Coupon, page 80 


New Line of Socket Wrenches 


Crescent Tool Co. announces the ad 
dition of a new line of socket 
wrenches. Various set combinations 
are offered, including 4%”, %”, 4’ 
and %” square drives; 6, 8 and 12 
point sockets, both standard and deep 
types, in a wide selection of sizes at 
moderate prices. The manufacture 
points out that Crescent sockets are 
made from high grade alloy steel, 
permitting thinner than average side 
walls with no sacrifice of strength 
Crescent Tool Co., Dept. AL, James 
town, N. Y. 


Cirele No, 241 on Coupon, page 80. 
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Multi-Color Wall Panel 


Strypanel, a multi-colored plastic 
wall panel, is made of durable, high 
impact styrene and comes in 12 mono 
chromatic and analogous color combi- 
nations. Installing 1’ x 8’ panels of 
new Strypanel is fast and easy and 
there’s a complete line of matching 
corner and mold trims, it is said. Stry- 
panel will not chip, buckle, crack or 
craze, reports the manufacturer. Cer- 
mak Tile Co., Ine., Dept. AL, 4901 
srookpark Road, Cleveland 29, Ohio. 

Cirele No. 242 on Coupon, page 80. 


Surform for Surface Forming 


Surform, a newly developed tool for 
forming and finishing all types of 
wood surfaces, is announced. The cut- 
ting component of Surform is a high 
quality Sheffield steel unit having more 
than 450 separate, razor-sharp blades, 
it is said. Each cutting edge has a 35 
angle and a_ semi-circular’ throat 
through which chips and shavings 
pass. Every blade functions like a 
miniature block plane. Two models of 
the moderately priced Surform, one 
shaped and used like a hand plane, the 
other like a rasp, are available. 
Stanley Tools, Dept. AL, 111 Elm St., 
New Britain, Conn. 

Cirele No. 245 on Coupon, page 80. 





Radio Controlled Door Operator 


The Calder Manufacturing Co. of 
fers a new radio-controlled operator 
that guards against accident to go 
with its full line of overhead sectional 
garage doors. When garage door 
closes, it stops automatically upon 
contact with any object or person, 
then rises immediately to open posi- 
tion. The door is powered by an elec- 
tric operator and controlled from a 
tiny radio installed in the car. Calder 
Manufacturing Co., Dept. AL, Lan- 
caster, Penna. 

Cirele No, 244 on Coupen, page 80. 
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x 8” x 23” 
50 pounds of nails, 
facturer. 
J&L 

the four 
1-pound 
five 
boxes 


following 
boxes; te 


Jones & 
Dept. AL, 3 
burgh 30, 


Lat 


Penna. 


Clothesline in New Package 
A new two-color, 
age 18 announced 


pastel-tone pack 

for King Cotton's 
sison grade of clothesline. Two con 
nected 50° or 100’ hanks of No. 7 cord; 
each hank in an individual polyethy 
lene bag. John H. Graham & Co., Inc., 
Dept. AL, 105 Duane St., New York 
8, N. Y 


Cirele No. 218 on Coupon, page 80 


Nails in Small Packages 

To meet the 
nails in small packages, 
nounces the development 
line of attractive 
10-pound and 
small boxes 


growing demand for 
J&L ar 
of a new 
l-pound, 5-pound, 
25-pound boxes. All 
be packed in an 8” 


Featuring 
need, Stanley Tools 
new H 3000 mercha 
90 popularly priced 
merchandise! de 
counter pegboare 


a screy 


can ol 


SELL 

J. NEILS 

“Double 
Life” 

PENTA 

TREATED 


Pole-type construction with prefab- 
ricated lumber saves time and money 
on all types of farm buildings. 
J. Neils Lodgepole Pine poles and 
posts are straight, strong, uni- 
formly tapered, Penta or cre- 

osote treatment, Can be in- 

cluded with mixed cars of 
treated or lumber. 
Free plans and erection instruc- 


untreated 


tions are available. 


J. Neils Lumber Company 





Mill and Treating Plant 
at Libby, Montana 


| 
\ 


Circle No. 23 on Coupon, page 80. 
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Ne. 219 on Coupon, page 80 


Plastic Tile Cornerboards 


This d 
tic tile 


hows miniature 
newest elling 
aids produced Miraplas Tile Co 
Only ¥”" x 10”, each cornerboard come 
of the 2 in the Mirapla 
wall tile The cornerboard 


(continued on page 72) 


REDUCE delivery costs 
SPEED UP deliveries 


play 
cornerboards, 


pia 
vdriver for eve 

ntroducing it 
ndising unit 
driver The fre 
igned for either 
1 display and 


by 
witt 
nh one 
rey 


i color 


iat ine 


on 


Compicte 
Bed: Shipped 
KD. Easy 
Assembly & 


Mounting 


Unioad a Load 
or Half Lead at a Time 


The R-B Company 


1921 Guinotte, Kansas City 20, Mo. 


Cup Gane Ge Guns auED Gane cue cue Guu aaa cums enay eum GuED cue a oO” 


Circle No. 24 on Coupon, page 80. 
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America’s Most Complete Line for 


4) WEATHER-SNUG HOMES 


MD 


| MACKLANBURC -DUNCAN CO. 





t+ WEATHER STRIP 


- 


Sets for windows 


Handy te buy, handy to use. Here in one attractive pack- 
This complete ck nit age is a complete M-D Numetal Weether Siri set fer 8 
pr hendling = nad . yo AX. single window. Available for all stendard 28”, 30 ——_— 
instollation fer your mutenen, ‘ * and 36” double hung windows. M-D packaged sols save 
Numetal door sets ere evelieble with \ — ’ / selling time...cut hendling costs...meke inventory easy. 
reguler deor bottoms er with threshold 

ond exposed hook, 


yf, ; WEATHER STRIP 
f f : This steintess steel or 
DOOR BOTTOMS : F brenze coil weether strip 


Made of extra thick wool ‘ : is pocked two ways — six 
felt end heavy gouge stain- eS ae en 18 ff. rolls in free display 
less steel, bross or olum- 4 a ee ~ carton, or in 100 ft. individ- 
inum. Stondord lengths—- 4 , . vol certons. 

. 30", a", 0, 4” 

ond. ae” —pecheged Y% dox, 
same length te carton, 
Specie! lengths evallable. 

















quelity and dependebility — Dp 7 A u E R s i" 
herdwere, lum hi same dey 
specify M-D products. = te threugheut the pe Teday! Your order * ates fast sellers, 
end building supply ee « received! All M-D products er 
country! natienelly advertised. 


Fer highest 











MD _/Va‘WAY 
WEATHER STRIP 


Easiest in the world to put on 


This easy-to-put-on weather strip makes 
friends as it makes you profits. Works 
perfectly on windows, storm sash or doors. 
Made of wool felt and white metal. Each 
individual carton contains one 18 ft. roll 
with nails and instructions. Packed 12 car- 
tons in display case. 










This free, colorful dis- 
play cose takes very 
little counter space 

but does a 
big job of selling. 












)) WaGARD 


eURG DUNCAN 


Automatic 


DOOR BOTTOM 


Here's the perfect aut tic door bolt and droft 





MACHLA 
















































eliminator fer All doors. Completely solves old UP = DOWN 
problem of clearing rug or floor every time door . 

opens. Easily installed on right or left hand door, matically to snugly against 
Smartly designed with silvery-satin finish — will not clear carpet fleor to seal 
rust or tarnish. Furnished in standard lengths— easily when ovt drafts 
26°, 32°, 36, 42 and 48 Packed in individual dest opens. pri, door 


cortons. 





Ma: (ALK 
CALKING COMPOUND 


World's best calking 
compound available in 
loads, with or without 
nozzrie...,.hand 
squeeze tubes .. . oF 
Ye pt., pt., at. and gal. 





MD iovony 


name p)) 


GLAZING COMPOUND | ren CEMENT 


You con recommend down asphalt shin est 


this glazing com- gies and general 1 dd AM - 
glozing = | «=® a) 


pound with com- eT repoir work on 





























































cons, Also 5-gol. and ——— f d flash 
. . lete confidence roofs and fashings 
55-gel. Grume—guaA or : Ate it always " stoys ye rD Comes in handy Mi) 
knife grade, put.” Packed in % os loads, with or with ne, 
“6 . and qt, ovt nozzle; 2% Ib. | 

emer OL AZING end 10 Ib, cons; 50 am Sua 
100 Ib, ond 660 Madar rrag Ib. pails and 550 Ib. MEN! 
Ib. drums. - drome. iy) 
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ee BURG 


MACKLANBURG-DUNCAN la 


OKLAHOMA CITY 1 OKLAHOMA 





Leaders in the Building Specialty Field for 35 year: 


You CAN make money 


SELLING NAILS 


ATLAS PACKAGES 


You'll see a surprising increase in sales ana 
profits when you sell Atlas packaged com- 
Customers 





mon, finishing and box nails. 
serve themselves, packages are compact, 
bright and attractive, not bulky — because 
nails are stacked like toothpicks (not poured) 
and take up 50 Y, \ess space than other pack- 
aged nails 


No more bins or kegs, no more weighing 
or wrapping, no more difficult inventory 


Order the nails with the extra features 


boost sales, boost profits. Do it today. 


Atlas “x & 





SALES AIDS 


(begins on page 69) 





shown in the middle is a special one, 
same size as the others surrounding 
it, but with the addition of eight sell- 
ing messages, calling attention to 
features of Miraplas wall tile. It is 
also available in each of the 27 colors. 
Miraplas Tile Co., Dept. AL, 980 Par- 
sons Ave., Columbus 6, Ohio. 
Cirele No. 221 on Coupon, page 80 


Multi-Use Rope Dispenser 

This multi-use rope dispenser is 
designed for easy retail rope handling 
and includes a measuring and cutting 
device that allows the salesman to cut 


Expander Display Bag Frame 

The expander display bag frame 
will sell your products better, claims 
the manufacturer. The display frame 
shapes your bag properly, it is said, 
and gives products a neat appearance 
at all times. Easy to install, light 
weight, flexible and durable. Ex 
pander display bag frames fit 100, 50 
and 25-pound sizes. Bag Display Co., 
Dept, AL, 5812 Johnson St., Holly 
wood, Fla. 

Civele No, 223 on Coupon, page 80 


Careusel Color Decks 


New professional color decks con 
tain 512 colors, hued for easy match 
ing and harmonizing. The color chips 
are made with a new-type lacquer, 
which is said to retain a high degree 
of color accuracy. Each Carousel color 
is available in eight different finishes 


CORP. ~~ 
Fairhaven, Mass. o Henderson, Ky. 
Circle No. 63 on Coupon, page 80. 


| the exact lengths desired and _ sell wall colors in flat, semi-gloss and 
directly from the floor. It is of sturdy, gloss; decorative enamel; house 
all-metal construction that stands on paints; trim and trellis and floor 
less than two square feet of floor enamels; wood shake finish. Thus the 
space. It holds up to 400 pounds of Color Decks provide shoppers with 
Recommended Reading for Lumber Dealers rope—-200 pounds in cartons and 200 1,096 choices of paints, all instantly 
pounds on reels. Available with or available on the automatic color 
THE without the reel arms. New Bedford carousel. Standard-Toch Chemicals, 
Cordage Co., Dept. AL, New Bedford, Inc., Dept. AL, 2600 Richmond Ter 
Mass. race, Staten Island 3, N. Y 
Circle No. 222 on Coupon, page 80 Cirele No, 224 on Coupon, page 80 





FUTURE 
OF WOOD 








(Weyer- 
haeuser 
Timber 
Company 
Report) 


What's Your Answer? 


(Answers on page 82) 


1. How are dealers promoting brick and concrete masonry in their show- 
rooms? 
Steve Allen and Dave Garroway will start on November 23 and sell for 
you through December 20. What will they be selling and how many 
TV sets in the country will their messages reach? 
How is the federal government helping boost clay tile sales in rural 
areas? 
Why is King Cotton Cordage packaging its new clothesline in con- 
nected 50° hanks of sizes 6 and 7 in individual polyethylene bags? 
What sideline has been developed by dealers to keep their concrete 
precasting plants operating during slack seasons? 
How much Infra is needed to insulate the average home? 
What points should a dealer consider before setting up a concrete 
batching plant? 
Armstrong Cork Company suggests a sound box demonstration to let 
prospects “listen to the difference” Cushiontone noise-quieting ceilings 
make. How may you obtain a sound box? 
COMPANY What's the secret of selling packaged concrete and mortar mixes? 
ADDRESS Which manufacturer is recommending “come-to-you” storage hard- 
ware for your OHI customers and how may you obtain complete infor- 
CITY mation about it? 


STATE 


This far-reaching report on the future market 
and supply of lumber contains new information 
vital te plans of every lumber and building 
products dealer -»-20¢ 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enclosed is 
please send me 


/ 


return mai 


WAME 
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New 8" Circle Saw 


~ The new 8” Circle Saw has a 16” x 
Lumberjack, Sr. 33” cast iron table with webbed ex 
DeKalb Commercial Body Corp ss ion y-\ 7 a an 
ounces production o e Lumber : rument dial, & lade il 0 ) 
‘ack, St The eee po hada B sim Light-Duty Scaffolding 2! maxim im depth of cut, it} aid 
ilar to the original Lumberjack, i Made of high-strength high-carbon Phe Shopmaster safety-key switch 
designed to meet heavier require steel, Waco’s new Light-Duty Scaf also included in this new tool, which 
ments. The body is available for folding is so strong that it can sup has been designated the PA BA Shop 
Chevrolet, Ford, GMC, Dodge or IH¢ port a circus elephant weighing 5 master, Inc., Dept AL, 1214 8. Third 
forward control chassis, with dual tons, reports the manufacture: At St., Minneapolis 15, Minn 
rear wheels. The Lumberjack, Sr., in the same time, it is said to be so light Cirele No, 227 on Coupon, page 80 
corporates a short wheelbase (122 that two men (or women) can quickly 
to 126”) with maximum maneuvera and easily move large section Waco : : 
bility and a 16’ x 7’ loading space. The Light Duty Seaffolding ji made in Aluminum Classic Caps 
body is available with stake rack sec frames 4’ wide x 4’ high, and 4’ wide Aluminum Classic caps and hard 
tions, three single stake posts, rope x 66" high Braces come in length vare for fastening Lite-Link alumi 
tie hooks on the sides and other op of 7’ and 10’. Casters, guard-rails and num chain are now available from 
tional equipment features DeKalb other accessories are also availabl Al-Re-Ka Product which make 
Commercial Body Corp., Dept. AL, Waco Mfg. Co., Dept. AL, 3565 Wood chain fencing and rubber protective 
211 W. Garden St., DeKalb, Il. dale Ave., St. Louis Park, Minn post easy to assemble teautifying 


Circle No. 225 on Coupon, page 80 Cirele No. 226 on Coupon, page 80 (continued on page 82) 








AN ORDERLY SYSTEM 


FOR FILING © STORING « SEGREGATING \ 








TRACINGS © BLUE PRINTS 
SHEET MATERIAL 


ENGINEERS « ARCHITECTS 
f DRAFTSMEN 
BUILDERS 


PAT. APPLIED FOR 


nag — 
49 TUBE Model 1%” I. D. 


Model 49AB 49CD 4930 4936 4942 
Depth 1%" 224" 30'4 36%" 424" 
Ship. Wt 8 Ib 14 Ib 16 lb 19 Ib 272 Ib 
Price $6.25 $8.35 $10.85 $11.95 $12.85 


Above is average of timber being cut today on our second 


cycle cutting on 200 Thousand Acres of timberland. Annual cut 
d —s " sesso ise ‘ FILE constructed in 200-lb.test Corrugated Boerd Container 


cuiisleeialinnsamtnstiteniianenmal 


25 TUBE Model 2'2” 1.D. 
HARDWOODS — WHITE PINE — HEMLOCK Model 2530 2536 2542 
Depth 30% 36% 42% 


Ship Wt, 13 Ib 16 Ib 19 Ib 
DEFEND YOUR TRADE WITH Price §=$10.85 $11.95 $12.85 


20 Million for past half century under exacting Forest Manage 











ment Plan without depletion 











MENOMINEE INDIAN MILLS a Bare spincys ccup agen 


Gray. State color 


Neopit, Wisconsin 
BUY DIRECT —NO DEALERS 





Air-dried QUALITY LUMBER Kiln-dried : 
ROLL & FILE SYSTEMS, INC. © P. O. BOX 3663, DETROIT 5, MICH 


Circle No, 25 on Coupon, page 80. Circle No. 26 on Coupon, page 80, 
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6 REASONS 


why Dealers 
Stock Dur-O-wal 


@ Architects specify Dur-O-wel Dur-O-wal: 

Builders demand DOur-O-wel ~ 
Deoler SALES on Dur-O-wel 

reach new highs with every sea- e 
son. CUSTOMER SATISFACTION 
couldn't be better! Yes, proved 
parformance and economy in 
masonry walls the country over 
are the reasons why Dur-O-wel 
is @ fast turn-over, big soles 
volume item for you 
Stock Dur-O-wel now! 


is called for by name 


specified by 
Architects 


is an engineered 
product 


has fast turnover 


is easy to handle 


EASY 
TO STOCK, STORE 
TO USE AND 


TO SELL 


Notionwide 
acceptance throu 
proved perforr 
means customer 


satisfaction for 


Trussed Design 
Butt Weld © Deformed Rods 


Don-D-wal 


Write Dept. 6C today for complete informa- 
tion, specifications, prices and the name 
of the Dur-O-waL distributor nearest you. 








CEDAR RAPIOS, 1A 9 Dur. O wol Prod 
_ 119 N River St, AMRORA, ML 
Dur O-wol Prod of Alo, Inc, Box 5446, BIRMINGHAM, ALA. Dur-O-wel 
Prod, inc., 4500 £. Lombord $1.) BALTIMORE, MD. Dur O- wal Div., Frontier Mfg 


Ce, Box 49, PHOENIX, ARIZ. 165 Utoh St, TOLEDO, OHIO 


Dur -O wel Div., Cedar Rapids Block Co, 


Inc, Bon 628, SYRACUSE, WLY, Dvr O- wal of Iii 
Dur O-wol, Inc 


Cirele No. 27 on Coupon, page 80. 
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| sonry wall. 


| AUXILIARY LIFT mounted on rear of a small tractor cuts han- 


| dling time for concrete and clay tile products at Scharf's Twin 


Oaks Builders Supply, Eugene, Ore. Pallet holds 180 concrete 


| block 





HANDYMAN MARKET 


(begins on page 40) 





block casting machine which turns out a half million 
block annually. 

“One peculiar thing about our operation is that in 
the beginning, a unit sold for 22¢,” says J. Ray Jenkins, 
president of the firm. “After we bought a tamper in 
1940, we were able to bring this price down to 16¢ per 
unit. We held this price until 1949 when increased 
labor and materials costs brought it up to 19¢. Im- 
proved casting machinery has helped us keep a fairly 
constant price ever since we started to operate a block 
plant 35 years ago.’ 


Machinery financing plans. To make it easy for 


| lumbermen to get into the block business, machinery 
| manufacturers have set up several purchase and leas 


ing plans. Machinery, including all auxiliary equip 
ment, can be purchased outright for cash, on extended 
payment terms or on a non-royalty, convertible-lease 
basis. 

These lease contracts give the lessee an opportunity 
to convert the contract to a cash-purchase or time-pay- 
ment plan at a later date. This option provides that 
within the first two years of the contract, full credit 
will be given for all payments made up to the conver 
sion date, less 6% simple interest 

These terms and special week-long schools to train 
yard personnel in the operation of block-making ma- 
chinery have helped many dealers get set up in the 


| profitable masonry business. 


Merchandising block. About 15% of the nation’s 
conerete block production goes into some form of 
sweat-equity building on the farm or in the home 

The key to selling this market is to sell the end-use 
package. To do this many dealers are incorporating 


| concrete patios, planters, exposed block walls and other 


masonry into their showrooms as functional displays 


| Showing customers that you stock the materials needed 


to do similar jobs will stimulate sales of hard materials 
Encouraging customers to mosey around and pick 
out block and other hard materials they want will lead 


| to pickup sales. 


One Maryland building materials firm uses a section 
of a retaining wall to outline step-by-step instructions 
for customers to follow when laying up a concrete ma- 
The wall section shows the principles of 
laying out a footing, lining up the first row and estab 
lishing points at both ends for working in a straight 
line. As handymen get more proficient in the use of 
concrete masonry they keep coming back for more 
block and other building materials 

Lumbermen once skeptical about making a _ profit 
with masonry materials are now enthusiastic about 
them, not only as profitable items in themselves, but 
also as sales builders for other building materials. 
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for her... 
HOME IMPROVEMENT ” 
She'll Be All Yours With 


Souther Brand 


Patrician Quality 


"OPERATION 


Show her our mellow paneling, for instance, with its 


range of attractive patterns in famous Arkansas Soft 





Pine; satinlike interior trim, too, with finishing and 


mouidings to match. And dollar-wise friend husband, 


who knows quality when he sees it, will “go” for 





Southern’s clean, bright, well-manufactured dimension, 
boards, sheathing and siding, all certified for grade 
* Then 


and moisture content by SPIB Grade-Mark. * * 


for the finishing touch, what both want most, in the 


attractive warmth and dignity of Southern Brand 


+ . 


Oak floors, prefinished if they prefer or unfinished 
Ready now for prompt shipment on your mixed-car 


order which can include hardwood trim and 


mouldings. Say what! 





OUTHERN LUMBER COMPANY 
ARKANSAS 


WARREN 


Here to Serve You Always Because We Grow Our Own Trees 
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Stanley presents (Gv tools 
SURFORM. 


- «+a revolutionary surface 
forming tool for 1001 jobs! 


SURFORM 


SURFORM | G vo $969 


Plane type $369 
Saves time on all kinds of materials! 


12 times faster than a rasp on wood! Faster on metals, plastics, laminates, too! 
450 sh 








fy 

TS .P——__| 
(|| “2 

j 


This cutting strip is the secret of SURFORM., See how the 
450 knife edges cut and how 450 holes take cuttings away 
from the work. Let your customers try it. Set up a try-it- 
yourself spot for them. You'll sell SURFORM to every man 
who tries it. 

This tough, long lasting blade fits both tools. Replace- 
ment blade, No, 294 — 98¢, Order SURFORM today. 


























Order this No. 2956 SURFORM unit and... GLIDE-O-MATIC a NEW Stanley Tape Rule 


Glide-O-Matic is the last word in a tape rule. The rule for 
those customers who want the best. These are some of 
the features that will excite your customers and have 
them asking for Glide-O-Matic, 


1. Glide-O-Matie retracts automatically. 

Push the button and the blade glides 

home smoothly. 
. At the length to be measured the 

blade can be locked in place... it 

will not creep. 

The metal scribers on the rule, 

exactly at the “Tru-Reading” mouth, 

mark the work automatically. 
. For inside measurements use the 

back of the tape... the two inches 

for the case are already added. 
. “Tru-Zero” hook compensates 

for its own thickness, inside 

or outside , 

Double scale } Glide-O-Matic is now 

markings fet — available in 3 sizes — 
‘ x and inches, or con . No. 348W, 8 ft. at $1.98; 
No. 2956 contains 6 file-type and 6 plane-type tinuous inches No. 3410W, 10 ft. at $2.39; and 
SURFORM tools. The point-of-sale merchandiser save time and pre- Mo. S612W, 12 ft. at 92.99, 
comes with the tools... it tells and sells right vent error 
where the sale = made. Each tool is packed in be An attractive point-of-sale merchandiser is packed with 
smart, modern, individual SURFORM box. Retail every standard package of six. Order from your whole- 
value of the 12 tools is $38.30. Ask your whole- saler today, for regular stock and to sell with Stanley's 
saler for Stanley SURFORM unit No. 2956. great “New Tools” promotion. 
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...and a ae tool + 





Cash in on this “New Tools by STANLEY” promotion 


Be ready to tie in with Stanley's biggest Fall pro- 
motion of new tools. You can have a “NEW 


TOOL” window like this, featuring SURFORM, 


STEELMASTER, GLIDE-O-MATIC, SCREW-MATES and 
other new tools from The Tool Box of the World 
Get your big 4-color display card, window 


streamer and “little carpenter” cards and signs 
shown above. They will spark up your window 
with tool action and information. Your whole 
saler has the tools, and the details on how to get 
free display materials, stuffers, mats, etc. Ask 
him about “New Tools by Stanley 





NEW TOOL MERCHANDISERS 
ao ae 
No. 1525M Balanced stock assort- ° et 


ment of Screw-Mates. Retail value : 
$43.10. Your cost — $28.72, $7.00 NICE, y 
merchandiser FREE with unit. said 


No. H3000 Handyman 
screw driver assortment. 90 
pieces 6 each of 15 
drivers merchandiser 
FREE with unit. Retail value 
— $43.80, Your cost $29.20. 


No. ST6 6 STEELMASTER hammers, 
FREE merchandiser and FREE hammer 
holster to give away with each 
STEELMASTER you sell. Retail value 
$28.14. Your cost — $18.78, 





EXTRA! Rie 
Local Advertising —," Weeniy 
American Weekly ~ 

Parade 


Watch Stanley show 

and sell these new 

tools to your custo- 

mers with a full page 

in the October 2 | st is- 

sue of The American 

Weekly, the Sunday 

magazine supplement 

read regularly by 15,000,000 buy-minded Americans 
See SURFORM sold in the October 14th, 21st and 28th 
issues Of Parade, another well read Sunday newspaper 
supplement. Tie in with store display and local adver- 
tising. Stanley Tools, Division of The Stanley Works, 
129 Elm Street, New Britain, Conn 


STANLEY 


The Tool Box of the World 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge 85.00 
Rates. 


1 Time — Wc per werd tor each insertion. 
Misieum charge of $1.00 per line. 


3 Times — Ibe per word for each consecutive 
susortion. Minimum charge of Tic 
per . 


Add 61.50 insertion for blind beariag 
Ne agency commission cash discount 
allowed. i ™ 
All ade ter ol od section ia Pub- 
Usher's 14 days preceding date of publi- 
cation. ertisements are set in uniform 6 
y val ff Ne outs er special borders 
a 


Replies lorwarded without additional charge. 
Count five werds te « line and when less are 
opecitied o: used, regular line rate is charged. 


Whea enswering bex naumbers meiling copy 
for ads address them to: - 





AMERICAN LUMBERMAN, INC, 
108 N, Clark 6t., Chieage 2, Ill. 





HELP WANTED 





WANTED: Man to head millwork department of 
large Central Kentucky retail lumber and cus- 
tom millwerk firm, Must be + hly familiar 
with estimating, detailing, an ling. Archi- 
tectural Weodwork os bile buildings, 
churches. scheols, etc. dovey “g iinber 
all pertinent information te fev 
Mig. Company, P. O. Box 
Kentucky. 


Retail lumber yard in northwestern Indiana 
will be needing a young man experienced in 
general olfice work and handling counter 
trade, Excellent opportunity for an c= 
and ambitious young Please 


man. repl 
Um own handwriting to Box N-50 F. . AW 
umberman, Inc. 


Wanted: Young man wy ~ experience 4 me 
lumber busi 
siete Bos in « gaat town in Central. 3 Ad- 








DETAILER AND BILLER 


Florida Special Millwork Company wishes to 
employ experienced Draftsman who can make 
details and bill into Mill. None but competent, 
sober man need apply. Address Box R-27 
American Lumberman, Inc. 


WANTED.-Retail Lumber Yard Manager for 

Central Oregon County Seat Town, approxi- 

mately 4000 population. Applicant must be ex- 

erienced and have clear record. Address Box 
American _Lumberman, Inc. 


THERE IS A JOB WAITING 
FOR YOU IN SOUTH FLORIDA 


i you are an experi d lumber yard 
manager, Due to the tremendous 
growth of this area our Company is 
expanding. This creates a need for 
experienced managers. Ui you desire 
the opportunity to work for a well 
establixhed firm and enjoy the benefits 
of living in South Florida please write 
in complete detail as to your personal 
background. Enclose a resume of your 
past experience along with a recent 
photograph and mai] to Box No. P-62 
American Lumberman, Inc. 








BUSINESS OPPORTUNITIES 





Lumber yard torage Te for lease. 150 ft. front. 
age. Ample serge ~~" Excellent loca- 
tien on Truck Falls, Idaho. 
Owner retiring. Operated be j— Re for tweaty 
ears as Twin Fa goo Soper. Write 
ohn 5. Kimes, Box 1098. Twin Falls, Idaho. 
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WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 


1000 Good Serviceable 
Kile Trucks in stock 


M, K, FRANK 


480 on Ave., New York 17, N. Y. 
1 P idg., Pitts 22, Pa. 
10 Lake Street. Reno, Nevade 


STEEL RAILS 
164, WH, UH, WH, Vist, WH and heevier. 


MIDWEST STEEL CORPORATION 
518 Drydem GSt., Charleston, West Virginia 


SALES REPRESENTATIVES 
WANTED 





COMMISSION SALES farce eaiiea 
WANTE 


for a few choice protected territories to cover 
lumber, building material and hardware trade 
for old established door lock manuiacturer. 
Mention territory covered and lines carried. 
Address Box R-24 American Lumberman, Inc. 





REPRESENTATIVES WANTED 
for 
CRAVEN RADIAL SAWS 


The only new, modern design radial arm saw. 
Especially suited for Builders, Home Work 
shops and Industrials. Initial size 10°’-12" c 

pacity. cuts to 4° deep. Sold through direct, 
oe «lg dealers. Sen ‘complete details, ter- 
ritory. ‘aos ability to demonstrate, number 
salesmen out etc. to Craven Machine Division, 





SITUATIONS WANTED 





Detailer-—Biller 


os Millwork. Have han- 
in eee Address Box 
ne. 


Experienced in all t 
died jobs te $100 
P44 rh Lumb 








Manager of retail lumber and building supply. 
ie years experience retail and wholesale. 

Know b thoroughly. 
Piny- three years of age. Can relocate any- 
where. Address Box K-23 American Lumber- 
man, Inc. 








LUMBER & DIMENSION 
FOR SALE 





For Sale: Juniper posts, poles and lumber. Pine 
ra Cut to sponmeston. Bs Aromatic red cedar 
are, wo closet lining. Please ask for prices. 

. Edenton, North Carolina. Phone 


FOR SALE 


12. 000 BF redwood tank staves 


roximatel 
ar7 to 15° long. 


decks, and 3" thick, 6° 


Klateky Brothers, Inc. 
Houghton, Seetiges 





Kiln Dried Douglas Pir Industria! Clears 
Standard sises through 16/4 


Aleo 
Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly: 
Al Clements Lumber Co. 
P. O. Box 908 


Eugene, Oregon 


Phone 6-253] TWX EG-049-U 





4 care 6 Hardwood stacking sticks 3¢ each. 
Gaieunie Lumber, Box 1774, Shreveport. La. 





SALES REPRESENTATION 
AVAILABLE 





Manulacturers representative company of 
three experienced men, two and helf years in 
business desire an additional velume line for 
lumber and building supply dealers in the 
State of Indiana Louisville, Kentucky. 


D. D. Dawson & Company 
500 Board of Trade Building 
Indianapolis 4. Indiana 


Reply to: 





Manutacturer’s Representative Available 
An established and aggressive sales organiza- 
joo is 1 lines. e offer 
ue representation in New York Area. Our 
sel gq ‘Know-How’ and more than 800 dealer 
accounts can be yours. Interested only in major 
lines for rated manufacturers. ime write 


wy" I ess Box 
R-29 A Lumb Inc. 











September 17, 


Livingst 


SALES REPRESENTATIVES 


Calling on established lumber yards and dea!l- 
ers to add line of nationally advertised Home 
Plan Books. Popular priced, with entirely new 
plans of most wanted homes in America today. 
Write Nationwide Plan Book Co., Box 404, 
Northridge, California 





MISCELLANEOUS WANTED 





SUB CONTRACTOR WANTED 


Large AAA|l Company is seeking small or 
medium sized woodworking plant capable 
of producing on a sub contract sis, low cost 
pretab wall closets for use in dormitories. 
schools and institutions. Steady yearly volume 
business. Outline by brochure or letter your 
facilities. Prompt attention required. Reply 
Box R-30 American Lumberman, Inc. 





BUSINESSES FOR SALE 





FOR SALE: Retail Lumber and Coal Yard in 
northern Kentucky. Conveyors to dump truck. 
Good protitable yard. Will mventory. Address 
Box N-56 American Lumberman, Inc. 





For Sale: Lumber Yard in Elliott, Montgome 
County, lowa. Good farming community. ones 
location for ind c 

tively small investment wilh handle. No in- 
veatery to purchase. Address Green Bay Lum- 
ber Company, Des M lowa. 








SAWMILL FOR SALE 


Efficient, well-designed gang mill op- 


eration located on twenty acres in 
Southern Oregon with railroad facil- 
ities. This is a pletely d mill 


powered by air and electricity. Ample 





timber holdings to be sold with mill if 


desired. Plenty of open market logs 


available. For further information, write 


Box P-57 American Lumberman, Inc. 


FOR SALE: Old established 
business, Northeastern Wisconsin, real estate. 
buildings, inventory and oq ipment. To settle 
estate. Address Box R-25 American Lumber- 
man, Inc. 


retail lumber 





CALrons A tog YARDS 


Advise the approximate size of yard you would 
be interested In. Twohy Lumber Co., Licensed 
lumber yard brokers for over - years. 714 W. 
Olympic Bivd., Los Angeles | 


LUMBERMAN AND 
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BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 


USED MACHINERY FOR SALE 





FOR SALE 


Lumber and Building Supplies Yard in Tunk- 
hannock, Pennsylvania, County seat of Wy- 


USED WOODWORKING MACHINERY 
FOR SALE 


Saw: 16" special Band Timber 





oming County, aiong picturesque Susqueh 
River and beautiful mountains. Center of pros- 
perous dairy farming country. Excellent oppor- 
tumity for owner occupancy and operation. 
Annual sales $120,000 to $150,000. Volume has 
increased each year in past five years. Reply 
to: 
Garrahan and Ruckno, Inc. 
968 Murray Street 
Forty Fort, Penna. 


Lumber and Building Material. No coal. 
Northwestern Illinois growing industrial and 
farm community of 25,000, Gross Sales 1955, 
$254,000.00. Anticipated sales 1956 $300,000. 
Very profitahle operation. Owner has other in- 
terests. Equipment $12,500.00. Inventory at 
market. Lease on store buildings and land 
with track $250.00 per month. Address Box R-31 
American Lumberman, Inc. 


Lumber and building material store in fertile, 
fast-growing Willamette Valley in Oregon. 
Fast profitable suneres on small stock. Town 
with population of 12,000 up including sub- 
urbe. ve notion with excellent payrolls. 

rly volume of yard $75,000; inventory oo 

y Real Estate and buildings "$12,500 

equipment $2,000. Mild climate, s > heking 
and hunting. Especially good buy for temily 
po- Address Box P-58 American Lumberman, 
ne. 





USED MACHINERY FOR SALE 





ped with heavy 
feet in length. 
th belt roller 
motor, 


Green Chain—This chain equi 
duty chains approximately | 
These lengths are H-82 with len 
bearings. One motor is a 10 H. P. 
220/440 volt connected to a Boston reductor. 
The feed chains are approximately 35 feet in 
a. The feed chain is operated with a 

. P. Westinghouse notes Sipe CS induction 
motor. This chain is practic new and can 
be seen in operation at the Monarch Lumber 
Co., Inc., 4141 South Santa Fe Drive, Littleton, 
Colerado. Priced at $3250.00 F.O.B. Littleton. 
Colorado. 





Planing Mill Machinery For Sale 


Left Hand 8” Band Saw, 64° Wheels. 3 block 
Knight Manufacturing Carriage. Boss Timber 
sizer, 30x16. Berlin #91 planer and matcher 
15x06. American #341 Resaw, 54° Wheel. 12°’ 
Hermance Sticker. Greenlee Rip Saw #427. 
Hanchett 10° Lap Grinder. Band Saw Clamp 
6’. Lancaster red Blower #40. Baldwin 
circular saw sharpener #4015. Blower fans 
35 to 60°. Sprinkling system building 100x100. 
Machines motor belt driven on Rodiweed 
bases with starters. Attractive prices. For 
further information write: 


Eton Lumber Co., 2315 N. Elston, Chicago, 


AIRIP EIN WIRY & 


FUNDAMENTALS OF CARPENTRY 

Walter E. Durbahn $8.00 
Your shop trainees can quickly be an asset if they 
road 


two volumes. 


Vel. | Tools, Materials, Practice : 36 


Easy-to-follow guide for tool selection, identifi- 
cation and choice of woods and materials, use of 
the steel square, how to read blueprints. 336 
pages, 243 illustrations 

Vol_ tl Practica! Construction . 40 
Detailed instructions on constructing @ building, 
variows processes and why they are used. 444 
pages, 318 lilustrations 


CARPENTRY 
Gilbert Townsend 42% 


An A-to-Z treatise on simple building construc- 
tien, including framing, reef construction, gen- 


Rimtorinc Propucts MEercHANDISER 


l we hk 
Edger and Timber Resaw, with 8-0" exten- 
sion front table—4" x 44" diameter wheels, 
6’-0"" x 11'-0" floor space. 


1 G.E. motor—20 H.P.—t 
Phase—220 Volte—1200 R 


l—torm K—3 
M. 


1 Cutler-Hammer Starter—size 4 across the 
line—Bulletin #9506. 


Atlantic Works Timber Bed Planer—24'' x 24° 
—with 24” x 32’-0’ wooden top sliding bed— 
one top head. 


1 Westinghouse Motor—25 H.P.—type C.5.— 
3 Phase—220 Volts—1730 RPM. 


1 2 H.P.—G.E. Compensator—DL2019014- 
Gh else cycles—3 Phase. 


G.E. Alternating Current Frequency Cha 
Generator—t TB—8 Pole—Form PK 400 
/1500 RPM / 100 orgee— Si. 4/% KW—Ar- 
mature Amperes 69.3—220/375 volts—3 phase. 

24315236 350405—31—Stator 40. C contin- 

uous—Rotor 50. C continuous. With | direct 
connected exciter—G.E. Direct current gen- 
erator 75752A—-Frame 3—Form 

—12 —125 volts at full load—1.5 
-—900/1560 RPM-—I8#350043-83. 


Good working condition. Reason for selling— 
have di g and handling tim 
bers. lf wee | make olfer. Send inquiries 
to: 





The Hallack & Howard Lumber Company 
P,. O. Box #114 
7th & Larimer Streets 
Denver 4, Colorado 


LOG LOADING TRACTORS 


4 International T9 wide gauge crawler tractors 
with Trackson center mounted cable controlled 
telescopic swing cranes, revolves 240°. Ideal 
for loa legs. Like new. Government sur- 
plus. 00 each. 


0. C. EVANS 
PHONE 195, MT. STERLING, KENTUCKY 


LUMBER TRUCKS FOR SALE 
2—Ford Cab-over-e trucks with Rollofi 
bodies. Good condi Priced $500.00 each. 
1 Pruehauf Trailer Rollotf $300.00 
1 Ross Carrier (new motor) Model 70—$3000.00 


Bishop Lbr. Co., 2315 N. Elston, Chicago, Ill. 


FOR SALE 


V-60 Yates Resaw 60° LH—+ilt rolls. Practically 
new. Pilot wheel set works for tractional saw- 
ing. V-belt drive 75 HP, Six 18 gauge saws. 
Last word for complete unit. $8600 00 


HUSS LUMBER COMPANY 


1350 W. Pullerton Ave. 
Chicago 14, Illinois 


UM 


eral carpentry work, exterior and interior finish 
of buildings, building ferme and working draw- 
ings. 504 pages, 587 iliuetrations 


CABINETMAKING AND MILLWORK 

Dani and Wilsen $496 
Even your experienced thep men can learn seome- 
thing from this book Presents tested practices on 
& wide scope of jobs how to eliminate errors which 
reduce efficiency and safety, how te tolve the 
problem quick!y 236 pages, over 260 i!ivetrations 


TECHNIQUE IN RIPSAWING 

4. ©. Hyter.. ° $1.76 
Shows shep end mill men the correct procedures 
te spply in ripsawing, end the many uses of this 
versatile too! Covers selecting the right biede for 
the job, sharpening, care and handling as tee 
diseussions on swage setting versus spring set- 
ting, ripping tapers, bevels, ete 42 pages 


RESAW 6& EQUIPMENT 


Faye & Egan 50 inch tilt roll resaw No, 257 
equpped with SKF ball bearings. Good con- 
dition, complete with 5 saw blades, swedging 
tool, qaece and setting equipment. 
FOR QUICK SALE—ONLY $1,500.00 
Columbian Enameling 6 Stamping Co., Inc 
Terre Haute, Indiana 


1 only used Gerlinger Carrier with holster 66 
wide 60° high. good working condition-—can 
be inspected at: 

HILL-BEHAN COMPANY 


5601 Elston Avenue 
Chicago 0, Illinois 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write tor prices and iniormation. 
THE MINNESOTA SPECIALTY CO. 
Minneapolis. Mina. 


ADDRESSOGRAPH AND PLATES FOR SALE 


10,000 pilates sise Tit © with oda se steel cab- 


inet. ddressograph lete 
liott 


$350. $50. 

Card Prinung am 00 00. Standard Ea- 
velope Sealer Model-H $15.00. Bishop Lumber 
Co., 2315 N. Elston, Chicage, Ill, 





(MOVADO LAER 
COMING NEXT ISSUE 


How to Build Window 
Displays 


Look for the first in a series of four 
articles on the topic, “How to Bulld 
Window Displays That Boost Sales,” 
starting in the October 1s? issue. 


“What You Need to Start” is the sub- 
ject of the first article. Tells you what 
you need for minimum working tools and 
how to use your own building materials 
for effective windows. 


Earl Young, the author of this series 
is an authority. A professional advertis- 
ing man, he is currently the advertising 
and display manager for The Calcasiew 
Lumber Co., Austin, Tex. 


(OM! ARA ANAT Paar ney 


AMERICAN LUMBERMAN, INC 
139 NO. CLARK ST., CHICAGO 27, ILL 
Enetesed is my check in the amount of t.. fer 
the books | have checked below 
Fundamentals of Carpentry 
Vel. 1 Teeols, Materials, Practice 
) Vet. 11 Practice! Construction 
) Carpentry 
Cabinetmaking and Millwork 
Technique in Ripsawing 


Name 
Ad47086 oe 


City, State 














at last!.... 
a painted shake with enduring qualities! 


‘ , ADD TO THE TIMELESS QUALITY OF WESTERN RED CEDAR Tu 
’ MOST ADVANCED METHOD OF PREPAINTING . THE RESULT 
: A SIDEWALL SHAKE THAT EMBRACES EVERY Im 
UL) PORTANT BUILDING FEATURE, COLOR~ECONOMY 
DESIGN QUALITY ADAPTABILITY DURABILITY 
ALL THESE FEATURES ARE REPRESENTED 

BY THE NEW CAPITOL PAINTED SHAKE 


For lasting Beauty and Protection— 


choose “i Ridge ey 


Decorator Styling and 
Superior Craftsmanship are 
carefully blended to 

bring you the finest in 


overhead doors! 


RIDGE Boren 


In ovr complete line, there is a Ridge Door for every home, taste and budget 


DEALER INQUIRIES 
INVITED 
a Write to: 
= WE CAPITOL SHAKE COMPANY 
— P.O. Box 134, North Sacramento, Calif 
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PONDEROSA PINE — SUGAR PINE 
WHITE FIR 


Trade Merk 
INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


DOUGLAS FIR 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Registered 
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keep informed on “WHAT’S NEW!” 


1 = 7 1 «19 


20 

FOR INFORMATION ON a1 22 «23 25 27 299 30 «31 44 «(35 37 38 39 «40 
41 42 43 4s 47 49 50 51 54 55 Ss? 58 59 60 

80 


Advertised Teele | ucts 61 62 63 6s 67 6 ” ™ 75 77 78 «79 

81-82 83 8s 87 89 90 91 4 95 97 98 99 100 
401 102 103 104 105 106 107 108 109 110 114 114 445 146 447 198 119 120 
121 192 123 124 125 126 197 128 129 130 131 134 135 136 137 138 139 140 
141 142 143 144 145 146 147 148 149 150 154 154 155 156 157 158 159 160 
161 162 163 164 165 166 167 168 169 170 171 174 175 176 177 178 179 180 
181 182 183 184 185 186 187 188 189 190 191 194 195 196 197 198 199 200 


tra) a a ee 
under the advertisements on which you 
with dote 


FOR INFORMATION ON 


“What's New” Items 


Civcle the code number at the right which 
corresponds to the number listed ot the end 
WHAT'S NEW" item 
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COLORS 
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=> ready to 
( @/) — finish 
(<< hardwood 
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legs. 


FOR EXTRA SALES—and to help you sell 
more flush doors, plywood, paints and 
varnishes, brushes, etc. 


| Ello Hardwood legs have proven they sel! n tumber 


’ 
‘ 

» ! 
‘ 


yards all over the country They sell easily becouse 
no Do-tt- Yourself buys Elle Legs to easily assemble 
many kinds of furniture. A 


fasten the meta 


that he needs to do is 
late to the underside of furniture 
then thread jeg inte plate. It's thet easy 
Ello Legs are made from select kiin-dried ash 
diameter of "'q and beautifully tapered ( 
plete with , satin brass tip 
Can be applied for straight of angula iT) 
LOW PRICED FOR EXTRA SALES--EXTRA PROFITS 
Height Used for Retall Price 
4 Cabinets, sofas, et $3.25 
Lounge, bench 3.95 
4 Coffee table, ber 430 
? be 
24 Desk, table, etc 625 
YOUR DISCOUNT NOW less 40%,.10% from 


above list prices 


smn table TV's 5.35 


mn quantities of 24 sets or more 
can be ossorted. lew 40% 

less than 24 sets 
Packed individually 





aventitios of 





per set of 4 lege ne ting 
This handsome display 
board is furnished with 
order of 24 seats of 
legs. (Can be assorted.) 


plotes, screws, ond brass nails ta attach Seoes 
tions. ORDER NOW INCREASE Your OO.IT 
YOURSELF SALES 
BELLO WOOD PRODUCTS 
6017 5. Drexel, Chicage 19, Illinois 
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Technical Data 


“Flexible View Store Fixtures” is 
the title of a new catalog consisting 
of four sections: 1, low base wall fix- 
tures; 2, high base wall fixtures; 3, 
center island and show case displays 
and 4, display equipment accessories 
Liberally illustrated are Heller’s sec- 
tional and interchangeable fixtures 
whose bases and tops come entirely as- 
sembled and finished (except wall 
plaques, which are shipped kd and 
finished). A copy of the catalog may 
be obtained by writing W. C. Heller 
& Co., Dept. AL, Montpelier, Ohio. 


Cirele No. 228 on Coupon, page 80 


A line of windows especially de 
signed for use in farm buildings is 
illustrated in a new 12-page catalog 
on metal windows. Printed in two 
colors, the catalog contains full de- 
tails on windows for masonry and 
wood construction, roof windows, roof 
grain doors and attic louvers, Clay 
Equipment Corp., Dept. AL, Cedar 
Falls, lowa, 

Circle No, 229 on Coupon, page 80, 


Steel Doors and Frames. A new 
eight-page brochure listing recom 
mended specifications for flush type 
interior steel doors, frames and slid- 
ing closet door and frame units is 
available. The recommended specifica- 
tions have been prepared to aid the 
architect and builder in specifying and 
using standard stock items in all types 
of construction. Copies of the new 
catalog may be obtained by writing 
Steel Door Institute, Dept. AL, 2130 
Keith Bldg., Cleveland 15, Ohio. 


Cirele No, 280 on Coupon, page 80. 


Profitable bulk-material handling 
methods are contained in a new bul- 
letin (No. 304), which describes and 
illustrates a wide variety of industrial 
materials-handling applications for 
Payloader tractor-shovels, including 
case histories of Payloader operation 
in a number of plants. Specifications 
on the complete line of Payloader trac- 
tor-shovels are also provided, as well 
as a map showing the locations of the 
more than 200 distributors where Pay 
loader units are sold and serviced. The 
Frank G. Hough Co., Dept. AL, 972 
Seventh St., Libertyville, Il. 

Cirele Ne, 281 on Coupon, page 60 


Consumer Data 


A How-To floor booklet contains de- 
tailed information and instructions on 
how to choose, design and install tile 
flooring. The booklet, prepared espe 
cially for the do-it-yourself market, 
contains detailed information about 
linoleum, cork and vinyl tiles, how 
to combine tile colors and textures, 
how to design patterns and how to 
inatall border tiles. Also includes in- 
structions for laying out the room, 


82 


ITERATURE 


preparation of the underfloor and help- 
ful hints on floor care. Sloane- 
Delaware Floor Products, Dept. AL, 
295 Fifth Ave., New York 16, N. Y. 


Cirele No. 232 on Coupon, page 80, 


Wall Tile. A new, fully illustrated 
booklet, “The Easy Way to Install 
Matico Plastic Wall Tile,” contains 
step-by-step instructions on how to in- 
stall plastic wall tile. A comprehensive 
diagram shows where the numerous 
trimmings are used. Other operations 
described include: preparation of walls 
for tile cement; proper application of 
tile cement; actual installation of plas- 
tic wall tile; cutting and installing 
edge tile, inside and outside corners 
and base. Copies may be obtained by 
writing Mastic Tile Corporation of 
America, Dept. AL, P. O. Box 986, 
Newburgh, N. Y. 


Civrele No. 248 on Coupon, page 60 


“Precision Finger-Jointed Stock,” a 
new publication, has been released for 
use in telling the story of finger- 
jointed material to the consumer trade. 
Of envelope enclosure size (3” x 6” 
when folded), it is illustrated with 
photographs and drawings and in- 
cludes the recently adopted Western 
Pine Association finger-jointing stand 
ard devised to assure consumers of 
jointed materia! given the same high 
quality care and machining as solid 
stock. Single copies may be obtained 
by writing the Western Pine Assn., 
Dept. AL, Yeon Bldg., Portland 4, Ore. 

Cirele No, 244 on Coupon, page 80, 


“Floors for Today’s Homes,” a 12- 
page, 8%” x 11” booklet, contains 
striking photographs of decorator- 
planned rooms to illustrate how oak 
floors harmonize with either modern 
or traditional surroundings, Plank and 
parquet floors, as well as those in the 
popular strip style, are included. Color 
panels of oak are presented in natural, 
medium dark and dark tones to show 
prospective home builders how oak can 
be finished to suit any color prefer- 
ence, Attractive sketches show floors 
in use with various types of rugs 
The National Oak Flooring Manufac- 
turers’ Association, Dept. AL, 814 
Sterick Building, Memphis 8, Tenn. 

Cirele Ne. 235 on Coupen, page 80. 


Home Improvements. “22 Ideas for 
Improving Your Home,” a new book 
let, is designed to help promote the 
improvement of America’s homes, The 
booklet is basically a checklist of vari- 
ous projects the homeowner can under- 
take to improve his property. It ties 
in with the Federal Urban Renewal 
Program and Operation Home Im 
provement. The 16-page, two-color, 
booklet uses key words and illustra- 
tions to get a message across quickly 
and effectively. Channing L. Bete Co., 
Dept. AL, Greenfield, Mass. 

Cirele Ne. 236 on Coupon, page 80 





NEW EQUIPMENT 


(begins on page 73) 





and protecting your property is easy 
with Lite-Link aluminum chain and 
Classic caps when installed in con- 
junction with Goodyear rubber pro- 
tective posts, reports Al-Re-Ka. Ideal 
unit for drive-in paths. Al-Re-Ka 
Products, Inc., Dept. AL, 16 W. Utica 
at Main, Buffalo 9, N. Y. 


Cirele No, 237 on Coupon, page 80 


Variable Speed 12” Lathe 
Delta’s new 12” gap bed cabinet 
model lathe for wood turning, metal 
spinning and turning of light metals 
offers infinite speed range between 
340 and 3,200 rpm, a capacity of 38” 
between centers, 12” swing over the 
bed and 16%” swing over the gap 
with stock up to 3%” thick, it is said. 
The lathe is designed for schools, 
woodworking and pattern shops and 
hobbyists. Safety features include 
total enclosure of moving parts, 
shrouded start buttons and protruding 
stop buttons. Delta Power Tool Div., 
Rockwell Mfg. Co., Dept. AL, 457 N. 
Lexington Ave., Pittsburgh 8, Penna 
Cirele No. 288 on Coupon, page 80 








What's Your Answer? 


(Questions on page 72) 


Through related selling and mak- 
ing up functional displays that 
sell the end-use of these mate- 
rials. See article, page 36. 
Black & Decker tools. Their 
shows, “Today” and “Tonight,” 
reach 80% of all TV sets in the 
country, as explained in the ad on 
page 9. 

U. S. government will share up to 
half the cost of installing drain 
tile to put wet acreage into full 
production. See article, page 34. 
For high display visibility for the 
product and protection from dirt, 
dust and handling abuse. See ad 
on inside front cover. 

Precasting concrete specialties, 
which are stockpiled and _ pro- 
moted on a self-service basis. See 
article, page 32. 

One man can carry on a bus 2,000 
square feet of Type 4 Infra in two 
small, 48 lb. packages, enough to 
insulate an average home, as ex- 
lained in the ad on page 27. 


How to analyze your potential 
market for concrete is outlined in 
the article on page 28. 


A folder, “How to Display Arm- 
strong Ceilings,” shows you how 
to make your own sound box and 
other traffic-stopping displays, as 
explained in the ad on pages 
22-23. 

Mass display in heavy traffic 
areas to spur impulse and self- 
service sales. See article, page 44. 
Washington Steel Products. You 
can obtain full information by fill- 
ing in and mailing the coupon in 
the ad on page 4. 
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Quality plus Merchandising keeps BEHR-MANNING products on the move 


PACKAGED TO SELL More / 


SP ay, 6, 
eel A 


bon.. 


lr, boon ated salen BEHR-MANNING DO-IT-YOURSELF 
Home & Field Sharpening Stones... 


Be prepared for the Seasonal spurt in do-it-yourself buying 
Order a supply of these BEHR-MANNING attention-getting 
displays of products for every do-it-yourself need. They 

serve like extra salesmen. Just set them up on your counters 
near related items and watch them attract customers 

and make more sales for you. 


SANDING BLOCK, resilient rubber for 
flats and contours —a big favorite. 


Write today for the Hardware Dealer Guide 


It gives complete product and display details 
with prices. Address Behr-Manning Co., 
Troy, N. Y., Dept. AL-9. 


SPEED-GRITS SANDER carries its own 
sandpaper roll. Refill rolls available. 


y 
— 
LEHR MANNIN G CO. 
BLHR MANNING PRODUCTS Coated Abraswet - Sharpenng Stones « Behr cat T 
ste SURDREND Aesninien « Qinsibed With + Ceeatng Wikies » tabesinten A DIVISION OF ABRASIVES 
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Winvow Mareniats 
Sell like YO7 CAKES, x 
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FOR STORM DOORS AND ui FOR =. ms 
mon nao pSTORM DOORS' FLEXIBLE-SHATTERPROOF 
=~. AND WINDOWS. CHEAPER THAN GLASS 


FOR LOW COST 
STORM WINDOWS 
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FOR GARAGE, BARN, | 
POULTRY AND HOG HOUSE ; 
WINDOWS ge NATIONALLY Fastest Selling Kit 


ADVERTISED TF In All Americal 





Don't be fooled by inferior 
Window Materials that “look 
the same Only the genuine 
has the name Warp’s branded 
long the edge 
Transparent Plastic 
STORM 
Winoow 
KIT 
72°x 36” PLASTIC TH MOULDING 
SHEET AND NAILS 
(Covers A Full Sized Window) 
Warp’s EASY-ON-KITS will help dealers 
meet and beat mail order competition Easy-On comes to you 
Backed by the most powerful advertising packed 36 to a carton, 
in Warp’s history, dealers can keep the complete with colorful 


Storm Window business at home where it sales building counter dis- 
play and window poster 











ALL PRICES NATIONALLY. 
ADVERTISED subject to change 





“BACKED BY THE BIGGEST NATIONAL ADVERTISING IN WARP’S HISTORY” . 
E 
CARRIED BY RELIABLE JOBBERS atime cam oni 
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WARP BROS., CHICAGO 51, ILLINOIS 
WORLD'S LARGEST PRODUCERS OF TOP QUALITY PLASTIC WINDOW MATERIALS - Established 1924 





